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English  Grains  Natracalm's  £200,000  national  campaign  in  the  Sundays  and 
h~t  althcare     Dailies  has  broken.  Make  sure  you  get  the  benefit  and  stock  up. 
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Don't  miss  out! 

Slim-Fast  has  supported  pharmacies  with  the 
rapid  expansion  of  the  total  slimming  market 
and  is  the  brand  leader  with  a  70%  sterling  share. 

Slim-Fast  is  now  putting  even  more  support 
behind  the  brand  with  a  £750,000  TV  campaign 
over  the  next  three  months. 


CONSUME 


over  the  next  three  months. 


Make  sure  that  you  have  enough  Slim-Fast  on 
m  your  shelves  to  meet  the  demand  the  TV 

HICtflES  campaign  will  generate. 
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Good  news  for  pharmacy  that  the  Government  should  take  the 
opportunity  through  Under  Secretary  of  Health  Stephen 
Dorrell  —  at  perhaps  the  most  important  celebratory  event  of 
the  Royal  Pharmaceutical  Society's  150th  anniversary  —  to 
emphasise  the  key  role  it  sees  for  pharmacists,  in  particular  in 
the  further  development  of  primary  care  services  within  the 
community.  Indeed  Mr  Dorrell  identified  the  community 
pharmacist  as  having  more  regular  day-to-day  contact  with  the 
patient  than  the  GP.  And  he  believes  that  of  all  healthcare 
professionals  none  is  more  important  than  the  pharmacist. 

For  the  community  pharmacist  waiting  for  the  working 
party  report  on  the  future  of  his  professional  sector,  yet 
another  ministerial  endorsement  must  hold  out  further  hope 
that  fine  words  will  be  translated  into  ready  acceptance  of  the 
report's  recommendations,  and  from  there  into  cost-effective 
pharmacy-led  community  health  care.  Cost-effective,  that  is, 
not  just  for  the  patient  and  Government,  but  also  for  the 
pharmacist.  Such  is  the  ready  availability  and  skill  of  the 
community  pharmacist  in  the  High  Street  that  these  truths 
seem  to  be  self-evident  to  Government.  All  in  the  profession 
must  keep  up  the  pressure  to  secure  their  "vital  role"  in  the 
future  healthcare  of  the  nation. 

Community  pharmacists  will  be  pleased  to  see  the 


president  —  a  proprietor  pharmacist  from  Norwich,  and  one 
of  their  own  —  identifying  the  roots  of  the  modern  day  pro- 
fessional in  the  trading  apothecaries,  chemists  and  druggists, 
and  latter  day  pharmaceutical  chemists,  for  whom  the  "shop" 
was,  and  still  is,  the  focal  point  of  their  professional  contact 
with  the  public.  Mr  Coleman  said  that  successive  Councils  of 
the  Society  had  jealously  guarded  the  consumer-led  services 
that  resulted  and  the  "very  close  relationship"  between  the 
pharmacist  and  those  they  served.  If  there  have  been  those 
who  looked  down  their  noses  at  the  humble  community 
pharmacist,  then  both  the  president's  and  the  Minister's 
endorsement  must  put  that  view  in  its  proper  perspective! 

That  balance  that  the  profession  hopes  to  see  shortly  may 
well  be  at  risk  elsewhere.  The  disastrous  half-year  results 
reported  by  Medicopharma's  Dutch  parent  (p594)  lend 
credence  to  the  reports  that  the  wholesale  business  is  up  for 
sale.  With  the  Numark  group  strengthening  day  by  day,  it 
would  be  disastrous  if  the  pharmacist  once  more  had  his 
options  reduced.  Worthy  though  the  services  of  Unichem  and 
AAH  are  —  along  with  those  of  regional  wholesalers  —  choice 
is  important.  Multiples  who  apply  to  much  pressure  to 
wholesalers,  and  wholesalers  who  apply  too  much  pressure  to 
manufacturers  should  remember  that! 
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Pharmacy  has  a  'vital 
role'  says  Dorrell 


At  the  Guildhall  celebration  (left  to  right)  the  Lord  Mayor  of  London  Sir 
Alexander  Graham,  the  Royal  Pharmaceutical  Society's  secretary  and 
registrar  John  Ferguson  and  president  David  Coleman 


advancement  of  the  profession." 

Sir  Graham  said  the  Society  was 
a  remarkable  and  influential  body 
that  "touched  the  life  of  each  one  of 
us".  The  Society's  role  had  been 
paramount  for  150  years,  and 
running  parallel  with  its  progression 
from  a  small  organisation,  set  up  to 
protect  the  interests  of  chemists  and 
druggists,  to  a  powerful  professional 
body,  had  been  the  evolution  of  the 
medical  profession  and  public 
health  policy  generally. 

"The  Royal  Pharmaceutical 
Society  has  played  a  major  role  in 
that  evolution  and,  being  the 
vigorous  and  resourceful 
organisation  that  it  is,  it  will  lead  the 
profession  into  the  21st  century  true 
to  the  aims  laid  down  by  its  founders 
150  years  ago,"  Sir  Graham  said. 


President  David  Coleman  said 
the  celebration  was  of  the 
contribution  that  Britain's 
pharmacists  have  made  to  the 
health  of  the  nation.  "This  applies 
not  just  from  the  formation  of  the 
Pharmaceutical  Society  in  1841, 
but  from  the  emergence  of  the 
chemists  and  druggists  as  a  distinct 
branch  of  the  medical  profession 
during  the  18th  century.  Whereas 
some  apothecaries  —  with  whom 
the  chemists  and  druggists  shared  a 
common  heritage  —  might  practise 
without  shop  premises,  the  shop 
was  the  defining  character  of  the 
chemist  and  druggist. 

"This  made  for  consumer-led 
services  and  a  close  relationship 
between  chemist  and  druggists  and 
those  whom  they  served.  That  was 


Generic  prescribing  on  the  up 


Among  the  professions  delivering 
healthcare  to  the  patient  there  are 
none  more  important  than 
pharmacists,  Under  Secretary  of 
Health  Stephen  Dorrell  told  guests 
at  the  Guildhall  reception  by  the 
Corporation  of  the  City  of  London 
to  mark  the  Royal  Pharmaceutical 
Society's  150th  anniversary. 

"Ministers  don't  deliver 
healthcare  —  the  professionals  in 
the  field  deliver  healthcare  —  and 
the  success  of  all  our  policies 
depends  on  the  establishment  of  a 
successful  partnership  with  the 
professions  responsible,"  he  said. 

While  the  Guildhall  celebration 
reflected  the  enormous 
contribution  pharmacy  has  made  to 
the  healthcare  of  the  nation  over 
that  150  year  period,  it  was  also  a 
celebration  of  the  contribution  that 
pharmacy  could  and  must  make  to 
the  future  of  healthcare  in  the 
country,  he  continued. 

"Pharmacy  has  a  vital  role  to 
play  because  the  pharmacist  has 
direct  contact  with  the  patient  on  an 
even  more  regular  basis  than  the 
GP.  The  pharmacist  has  a  vital  role 
in  any  meaningful  community 
health  policy  and  our  health  policy 
is  to  develop  a  real  commitment  to 
sustain  patients  within  the 
community  using  every  professional 
resource,"  said  Mr  Dorrell. 

Major  contributor 

"To  emphasise  the  pharmacist  as  a 
contributor  to  the  community  is 
not,  of  course,  to  belittle  the  role 
that  pharmacists  play  wherever  they 
are  employed,"  Mr  Dorrell  said.  But 
it  was  within  the  community  that  the 
pharmacist  made  his  biggest 
contribution  to  sustain  the  range  of 
community  services. 

"It  is  there  that  I  want  to 
emphasise  the  celebration  and  the 
value  that  the  Department  of  Health 
attaches  to  pharmacy  as  one  of  the 
professions  on  which  the  future  of 
healthcare  in  this  country  depends 
and  with  whom  we  must  build  a 
partnership  if  we  are  to  deliver 
healthcare  now  and  in  the  future. 

Welcoming  the  president  of  the 
Society,  David  Coleman,  and  the 
guests,  the  Lord  Mayor  of  London 
Sir  Alexander  Graham  said  that 
since  its  foundation  in  1841,  and 
the  receipt  of  its  Charter  two  years 
later,  the  Royal  Pharmaceutical 
Society  had  indeed  been  a 
prescription  for  success. 

"Its  first  and  constant  objective 
was  to  improve  standards  of  both 
education  and  practice.  With 
remarkable  foresight  it  founded  a 
school  within  months,  and  the  value 
of  scientific  education  has  always 
been  seen  as  the  key  to  the 


Family  doctors  are  prescribing 
more  and  more  generics  rather  than 
choosing  the  more  expensive  brand 
name,  the  second  report  of  the 
Spring  financial  survey  published  by 
the  National  Association  of  Health 
Authorities  and  Trusts  (NAHAT) 
reveals. 

The  Association's  survey  of  55 
FHSAs  investigated  four  key  areas 
—  prescribing  patterns,  resource 
allocation,  generic  prescribing  and 
availability  of  professional  advice  on 
prescribing  issues. 

Increased  generic  prescribing  is 
seen  as  one  of  the  main  ways  of 
achieving  efficient  and  effective  use 
of  resources,  says  NAHAT.  The 
1990  average  generic  prescribing 
rate  (GPR)  identified  by  the  survey 
was  39.9  per  cent,  1.1  per  cent 
below  the  national  average  of  41  per 
cent.  This  was  0.9  per  cent  up  on 
1989  although  the  national  average 


GPR  in  1983  was  only  16  per  cent. 

Some  33  of  the  55  FHSAs  who 
responded  reported  that  they  would 
be  attempting  to  change  their 
average  GPR.  Based  on  this,  the 
survey  predicts  an  overall  average 
GPR  of  42.5  per  cent  by  1992. 

On  the  question  of  prescribing 
patterns,  it  was  revealed  that  the 
majority  of  GP  practices  are 
achieving  a  prescribing  rate  within 
the  local  "norm".  Only  8.6  per  cent 
are  prescribing  at  25  per  cent  or 
more  above  average  and  a  similar 
number  (8.2  per  cent)  are 
prescribing  at  25  per  cent  or  more 
below  the  average. 

Generally  6.4  medical  and  2.5 
pharmaceutical  sessions  a  week  are 
available  to  FHSAs  for  advice  on 
prescribing  issues.  The  level  of 
indicative  prescribing  amounts 
varies  measurably  between 
authorities. 


one  of  the  most  important  features 
that  the  founders  of  the 
Pharmaceutical  Society  brought  to 
the  new  organisation."  It  was  a 
feature  that  ever  since,  successive 
Councils  of  the  Society  had  guarded 
jealously,  and  explained  why 
Britain's  community  pharmacists,  in 
co-operation  with  their  hospital 
colleagues,  had  so  much  to  offer  the 
Government  in  hitting  the  targets 
set  out  in  the  Health  of  the  Nation. 

Over  150  years  the  profession 
had  retained  the  vital  link  of  trust 
between  itself  and  those  for  whom 
services  were  provided,  Mr  Coleman 
said.  "And  as  we  look  forward  to  the 
21st  century,  we  rededicate  the 
profession,  wherever  pharmacists 
practice  —  in  industry,  in  hospital, 
community  pharmacy  and  in 
academia  —  to  a  commitment  to  the 
health  of  the  nation  and  the 
promotion  of  better  health,  and  to 
ensuring  that  those  who  take 
medicines  derive  maximum 
therapeutic  benefit." 


Triazolam 
withdrawn 
byCSM 

All  medicines  containing  triazolam 
were  withdrawn  on  Wednesday 
because  of  safety  concerns, 
following  a  recommendation  from 
the  Committee  on  Safety  of 
Medicines. 

Information  recently  made 
available  to  the  CSM  indicates  that, 
compared  with  other 
benzodiazepines,  treatment  with 
triazolam  is  associated  with  a  higher 
frequency  of  psychiatric  side-effects, 
particularly  loss  of  memory  and 
depression.  "It  is  now  considered 
the  risks  of  treatment  with  triazolam 
outweigh  the  benefits,"  the 
Department  of  Health  says. 

The  CSM  says  it  has  received 
390  adverse  reaction  reports  about 
triazolam,  including  161  of 
psychiatric  reactions. 

It  is  advising  patients  to  consult 
their  doctor  before  stopping 
treatment  as  sudden  withdrawal  can 
lead  to  insomnia  and  anxiety.  If 
patients  need  to  continue  treatment 
they  will  be  prescribed  an 
alternative  benzodiazepine. 

Aside  from  Upjohn,  makers  of 
Halcion,  product  licences  for 
triazolam  are  also  held  by  Generics 
UK,  Kerfoot,  Berk,  Norton  and 
Cox.  All  agreed  not  to  market  the 
product  from  October  2. 

Upjohn  say  they  will  reimburse 
full  packs.  According  to  the  DoH, 
generic  manufacturers  are  taking 
the  same  view. 


556 


Chemist  &  Druggist  5  OCTOBER  1 991 


DoH  proposes  abolition  of 
NHS  advertising  rules 


The  Department  of  Health  is 
pr<  »posing  t<  >  ab<  dish  the  rules  which 
prevent  contractors  from 
advertising  NHS  pharmaceutical 
services. 

In  a  letter  to  the  main  pharmacy 
organisations,  the  Department  says 
it  intends  to  delete  paragraph  7  of 
the  Terms  of  Service  which  strictly 
limits  pharmacists'  advertising.  This 
would,  in  effect,  make  the  Royal 
Pharmaceutical  Society  responsible 
for  policing  such  advertisements. 

The  Department  acknowledges 
that  there  is  a  discrepancy  between 
the  Terms  of  Service  and  the  Royal 
Pharmaceutical  Society's  Code  of 
Ethics.  It  also  appreciates  that  the 
present  Terms  of  Service  are  nut  of 
step  with  developments  in  other 
professions  and  do  not  help 
pharmacists  wishing  to  promote 
new  services. 

The  Department  is 
consolidating  the  General  Medical 
and  Pharmaceutical  Regulations 
and  says  that  if  the  pharmaceutical 
organisations  reply  promptly,  by 
October  25,  any  changes  can  be 


In  what  has  been  called  an  about 
face,  the  Government  is  urging 
increased  awareness  among  women 
of  factors  affecting  their  health  and 
particularly  breast  cancer. 

This  follows  the  confusion  last 
month  after  newspaper  reports  on 
the  then  chief  medical  officer  Sir- 
Donald  Acheson's  comment  that 
monthly  breast  examinations  were 
a  waste  of  time. 

In  a  statement  issued  this  week, 
his  successor  Dr  Kenneth  Caiman 
explained  that  Sir  Donald  was 
giving  prominence  to  the  national 
breast  screening  programme  for 
women  aged  50-64.  He  said  that  the 


incorporated  in  the  new 
Regulations. 

The  NPA  Board  agreed  last 
week  that  paragraph  7  should  go 
hut,  in  a  letter  to  the  Department, 
director  Tim  Astill  emphasised  that 
"this  should  not  be  taken  to  mean 
we  are  in  favour  of  an  advertising 
free  for  all."  The  Board  would  have 
preferred  to  discuss  some  modified 
form  of  control  but  felt  that 
agreement  would  not  have  been 
reached  in  time  for  an  alternative 
paragraph  7  to  be  included  in  the 
consolidated  Regulations. 

Mr  Astill  goes  on  to  say  that  the 
Board  believes  advertisements  for 
professional  services  should  be 
dignified  and  should  do  no  more 
than  make  objective  statements 
about  the  range  of  services 
available.  In  particular  they  should 
not  draw  invidious  distinctions 
between  pharmacists  or  pharmacies 
so  the  use  of  comparatives  and 
superlatives  should  be  prohibited. 

He  does  not  believe  that  the 
collection  of  repeat  prescriptions 
fri  >m  a  surgery  by  a  pharmacist  falls 


Government's  Advisory  Committee 
on  Breast  Cancer  Screening's 
recommendation  since  1989  was 
that  women,  especially  those  over 
40,  sin  mid  be  aware  of  their  breasts 
in  everyday  activities  such  as 
bathing  and  dressing. 

But  the  Committee  felt  that 
there  was  no  convincing  evidence 
that  monthly  self  examination 
reduces  death  fr<  >m  breast  cancer  oi- 
ls more  effective  than  sensible 
regular  breast  self  awareness.  Dr 
Caiman  said  that  if  a  woman  noticed 
anything  which  caused  her  concern 
she  should  see  her  doctor  without 
delay. 


within  the  definition  of 
"pharmaceutical  services"  in  the 
NHS  Act  It  is  not  a  service 
pharmacists  are  contractually 
bound  to  provide,  nor  are  they 
remunerated  for  it,  so  advertising 
the  service  is  arguably  not  a  breach 
of  paragraph  7,  he  says. 

The  Pharmaceutical  Services 
Negotiating  Committee  is  to  discuss 
the  proposal  at  its  meeting  on 
October  16  and  the  Society's 
Council  was  considering  the  matter 
at  its  meeting  this  week  as  C&D 
went  to  Press. 

C&l)  understands  that  the 
Pharmaceutical  General  Council 
has  not  been  asked  to  comment  on 
the  proposals.  It  recently 
highlighted  disparities  in  the  two 
sets  of  rules.  The  Department  has 
informed  the  Company  Chemists 
Association  of  its  proposal  but  has 
not  invited  comments. 


Green  light 
for  Bromley 

The  merger  of  Bromley  Health 
Authority  and  Bromley  Family 
Health  Services  Authority  lot- 
unified  commissioning  has  been 
given  the  go  ahead. 

A  joint  executive  will  be 
established  to  undertake  the 
commissioning  of  healthcare  for  the 
people  of  Bromley.  This  will  consist 
of  one  chief  executive  with  a  team  of 
executive  directors  working  for  both 
Authorities. 

The  decision  to  merge  followed 
a  report  which  highlighted  possible 
benefits  including  eliminating  areas 
of  overlap  in  services  and 
administration  between  the  two 
authorities.  It  is  anticipated  that  the 
organisation  will  formally  "go  live" 
on  April  1,  1992. 


Amitriptyiine  recall 

Kerfoot  are  recalling  two  batches 
of  amitriptyiine  tablets  25mg  in 
their  livery.  They  believe  some  of 
the  tablets  are  of  low  potency.  The 
affected  batches  are  N01547A1 
and  NO  1547B2  (expiry  April 
1994).  These  should  be  returned, 
stating  the  business  name  and 
address  for  credit  to:  Thomas 
Kerfoot  &  Co  Ltd,  Vale  of  Bardsley, 
Ashton-under-Lyne,  Lancashire 
OL7  9RR.  Inquiries  to  Alex 
Meldrum  on  061-330  4531. 

Belladonna  recall 

Cuxson  Gerrard  are  recalling  and 
replacing  some  of  their 
belladonna  plasters.  Some  of  the 
plasters  are  exhibiting  reduced 
levels  of  adhesion  during  storage. 
For  the  large  white  cloth  plaster 
(BEL250),  the  batch  numbers  are 
39, 40, 41  and  42,  and  for  the  small 
plasters  (BEL200),  41  and  42  only. 
The  batch  number  is  on  the  boxes 
and  individual  plasters  —  the  first 
two  numerals  of  a  five  digit  lot 
number.  Pharmacists  should 
return  affected  stock  for 
replacement  to:  Cuxson  Gerrard  & 
Co  (Dressings)  Ltd,  Freepost, 
Fountain  Lane,  Oldbury,  Warley, 
West  Midlands  B69  3BB,  with  their 
name  and  pharmacy  address. 
Inquiries  to  Paul  Field  on  021-544 
7117. 

On  further  remand 

Miss  Janet  Lentzos  of  Putney 
Bridge  Road,  Putney  was  further 
remanded  to  October  24  at 
Marlborough  Magistrates  Court 
last  week.  She  faces  charges  under 
the  Misuse  of  Drugs  Act  and  of 
stealing  goods  from  her 
employers  (C&D  September  21). 

PSNC  advice 

PSNC  is  recommending  that 
contractors  do  not  take  part  in  a 
survey  currently  being  conducted 
by  Taylor  Nelson  Healthcare  into 
"advice  to  patients  and  other 
matters".  PSNC  understands  some 
pharmacies  have  received  a 
questionnaire  from  TNHC  which 
should  not  be  confused  with  the 
survey  being  undertaken  by  the 
National  Audit  Office. 

Topical  debate 

"The  Conference  believes  that  as 
more  care  homes  are  moving 
towards  dual  registration,  their 
principal  source  of  advice  on  the 
management  of  medicines  should 
be  a  contractor  pharmacist"  was 
the  topic  debated  by  Mrs  Elaine 
Bartlett  and  Mr  Laurence 
Goldberg  at  the  recent  BPC,  not  as 
stated  in  C&D  September  21 .  The 
motion,  proposed  by  Mrs  Bartlett, 
was  carried  and  will  be  further 
considered  by  the  Society's 
Council. 

Bristol  District 

Bristol  and  Weston,  Frenchay,  and 
Southmead  Health  Authorities 
have  been  merged  into  a  new 
Bristol  District.  The  change  was 
made  under  the  NHS  (Determin- 
ation of  Districts)  (No  2)  Order 
1991  (SI  No  2039;  HMSO,  £1)  which 
came  into  effect  on  October  1 . 

BDHF  accreditation 

The  British  Dental  Health 
Foundation  is  to  launch  an 
accreditation  scheme  for 
consumer  dental  health  products 
on  October  15. 
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New  advice  on  breast  checks 


First  Boots  advert  for 
repeat  script  service 


What  is  believed  to  be  the  first 
advertisement  telling  the  public 
about  the  Boots  repeat  prescription 
service  appeared  in  a  local 
newspaper  in  Hertfordshire  last 
week  (September  26). 

The  advertisement,  worded 
'Boots  repeat  prescription  service 
—  makes  life  a  little  easier" 
appeared  in  the  Hemel Hempstead 
Gazette.  Hemel  Hempstead  is 
thought  to  be  one  of  the  areas 
initially  targeted  by  Boots  in 
bringing  the  service  to  the  public's 
attention. 

The  advertisement  continues: 
"If  you  wish,  we  can  now  pick  up 
repeat  prescriptions  from  selected 
local  surgeries  on  your  behalf. 
Then,  all  you  have  to  do  is  pop  into 
your  local  Boots,  where  your 
medicine  will  be  ready  for 
collection.  Please  ask  for  full  details 
at  the  pharmacy  counter." 


A  member  of  the  advertising 
staff  of  the  Gazette  said  that 
advertisement  was  a  one-off  and  was 
not  booked  to  appear  again  in  the 
near  future. 

According  to  local  contractor 
Michael  Richard,  the  Boots 
manager  at  Hemel  Hempstead  is 
thought  to  have  approached  four 
local  surgeries,  two  of  which  are 
over  a  mile  from  the  store. 

Hertfordshire  LPC  chairman 
Brian  Simpkins  told  C&D  that  the 
appearance  of  the  advertisement 
was  reported  at  a  meeting  he 
attended  of  Bedfordshire  LPC  on 
Tuesday  night.  The  general  feeling 
was  that  the  advertisement  would 
not  interfere  with  the  two  LPCs' 
proposals  for  a  centrally  co- 
ordinated scheme  with  agreed 
guidelines  for  contractors,  he  said. 
•  Further  details  have  emerged  of 
moves  by  independent  pharmacists 


in  Paignton,  Devon,  to  fight  Boots 
over  repeat  prescriptions  {C&D 
September  21).  David  Ellis  of 
Sarson  &  Son  said  he  instigated  the 
Paignton  Independent  Pharmacists 
Association  in  response  to  Boots' 
moves. 

All  eight  independents  in 
Paignton  had  joined,  he  said.  They 
felt  they  had  been  caught  out  over 
residential  homes  but  this  time  were 
determined  not  to  let  Boots  "pull 
the  mat  from  beneath  their  feet".  In 
Paignton,  the  high  proportion  of 
elderly  residents  meant  that  over  80 
per  cent  of  prescriptions  issued 
were  for  repeat  items,  he  explained. 

The  pharmacists,  following  the 
National  Pharmaceutical 
Association's  guidelines,  took  out 
four  quarter  page  advertisements  in 
the  local  Press.  They  also  visited 
local  surgeries  to  explain  the 
scheme  to  doctors  and  their  staff. 


Pharmacist  who  stole  cash  and  drugs  to  pay 
gambling  debts  is  struck  off 


A  young  pharmacist  hatched  a  plot 
to  steal  tranquillisers  from  his  new 
employers  and  sell  to  prostitutes  in 
a  bid  to  ease  his  gambling  debts,  the 
Statutory  Committee  heard  last 
week.  He  also  helped  himself  to 
cash  and  slimming  tablets  after 
gaining  pounds  during  late  night 
drinking  and  gambling  sessions. 

Ravinder  Chopra,  24,  of  54 
Rockbourne  Avenue,  Gateacre, 
Liverpool,  was  struck  off  the 
Register.  "There  is  a  complete 
abuse  of  trust,"  commented 
Committee  chairman  Gary  Flather 
QC.  "He  responds  to  that  trust  by 
putting  his  hand  in  the  till.  We  also 
have  here  a  registered  pharmacist 
who  is  pushing  drugs." 

At  Liverpool  Crown  Court  on 
March  21,  Chopra  was  placed  on 
two  years  probation  after  admitting 
stealing  £400,  the  drugs  and 
supplying  tranquillisers. 

The  Committee  was  told  how, 
after  just  one  month  working  at 
Houghton  &  Lappin  Ltd  in  Robson 
Street,  Anfield,  the  police  were 
called  in  after  it  was  discovered 
money  was  missing.  Chopra  was 
arrested  and  when  the  bedroom  of 
his  parents'  home  was  searched, 
241  temazepam  and  26  Duramine 
tablets  were  found. 

The  pharmacist  told  police  he 
had  lost  £6,000  to  £10,000 
gambling  over  the  last  two  years  and 
needed  to  find  a  way  to  pay  back  his 
debts.  Only  1 1  tablets  were  actually 
sold.  He  told  the  Committee  he  was 
spending  as  much  time  as  he 
possibly  could  in  various  casinos  in 
an  attempt  to  escape  from  a  stressful 
domestic  life  where  his  parents  were 
pressuring  him  into  marriage. 

A  Hindu,  he  had  refused  an 


arranged  marriage  and  went  ahead 
with  marrying  a  fellow  pharmacist 
from  a  lower  caste.  But  they  split  up 
two  months  after  the  July  1989 
marriage  because  of  his  gambling 
and  drinking. 

He  now  attends  Gamblers 
Annonymous  meetings  and  stays  in 
regular  contact  with  the  probation 
service,  but  has  not  worked  as  a 
pharmacist  since  his  arrest. 


A  schoolgirl  who  was  dispensed  an 
1 1  per  cent  salicylic  acid  gel  in  place 
of  a  1  per  cent  solution  is  one  of  the 
cases  highlighted  in  the  Medical 
Protection  Society's  annual  report 
which  shows  that  GPs  are  facing  a 
rising  number  of  complaints. 

The  girl  had  visited  her  GP 
complaining  of  brown,  itchy  patches 
on  both  cheeks  for  which  he 
prescribed  a  1  per  cent  salicylic  acid 
solution.  The  pharmacist  did  not 
have  any  salicylic  acid  lotion  in 


A  man  has  been  found  guilty  of  the 
murder  of  a  British  pharmacist  and 
her  boyfriend  in  Australia  though 
their  bodies  have  never  been  found. 

Susan  Zack,  who  registered  in 
1981,  had  been  working  in 
Australia  since  1988,  according  to 
a  report  in  the  Daily  Mail.  There  she 
met  35  year  old  Austrian  Hartwig 
Bayerl  and  together  they  spent  time 
fitting  out  a  yacht  to  sail  the  Pacific. 


"A  young  pharmacist,  one 
month  after  he  has  taken  up  his  first 
job,  behaves  in  this  criminal 
fashion,"  commented  Mr  Flather. 

The  Committee  prevented  him 
from  applying  for  restoration  within 
two  years  and  ordered  any  future 
application  to  join  the  Register 
would  have  to  be  accompanied  by 
medical  evidence  that  his  gambling 
addiction  was  over. 


stock  and  asked  the  GP  whether  he 
could  dispense  Cuplex  gel  which 
contains  1 1  per  cent  salicylic  acid. 
The  doctor  agreed  and  as  a  result 
the  girl  suffered  chemical  burns.  A 
claim  to  the  MPS  found  that  the 
doctor's  advice  was  indefensible  and 
a  settlement  sum  of  £2,400  was 
made. 

In  1990,  a  record  number  of 
complaints  were  made  by  patients  to 
their  FHSAs  against  GPs,  rep- 
resenting a  16  per  cent  over  1989. 


The  alarm  was  raised  when  Susan 
did  not  contact  her  parents  for  some 
time. 

A  second  Austrian,  Johann 
Weissensteiner,  was  charged  with 
the  couples'  murder  after  being 
found  in  possession  of  the  boat  in 
the  remote  Marshall  Islands.  He 
denied  murder,  claiming  the  couple 
were  alive  and  in  self-imposed  exile 
on  a  Pacific  island. 


GPs  face  increasing  number 
of  complaints 


Pharmacist  murder  verdict 


FHSA  mailing 
breaches 
ABPI  Code 

A  mailing  sent  by  Brocades  (GB) 
Ltd  to  FHSA  general  managers  was 
one  of  18  out  of  22  cases  ruled  to  be 
in  breach  of  the  Association  of  the 
British  Pharmaceutical  Industry's 
Code  of  Practice,  their  latest  report 
reveals. 

The  mailing  drew  attention  to 
an  ITN  news  item  which  concluded 
that  £90  million  was  spent  on 
treating  recurrent  ulcers  now 
believed  to  be  caused  by  the 
bacteria  H.  pylori,  and  that  De- 
Noltab  could  clear  the  bacteria  and 
prevent  ulcers  as  well  as  saving  the 
NHS  millions  of  pounds. 

A  local  medical  committee 
brought  the  case  to  the  ABPI's 
attention.  The  LMC  considered  that 
encouraging  economic  prescribing 
should  not  be  done  by  non-medical 
personnel. 

Brocades,  denying  any  breach 
of  the  Code,  considered  FHSA 
general  managers  had  a  vital  need 
to  be  informed  on  all  aspects  of  cost 
comparison.  The  company 
acknowledged  that  the  mailing 
should  have  been  sent  to  medical  or 
pharmaceutical  advisors  but,  at  the 
time,  not  all  FHSAs  had  made  such 
appointments. 

The  ABPI  Committee 
considered  the  Code  of  Practice  did 
not  preclude  the  sending  of 
information  to  NHS  managers 
provided  it  was  appropriate  for  the 
purpose.  The  information  in  this 
case  was  not  considered  suitable. 

In  addition,  two  media  articles 
on  Prescription  Only  drugs  were 
ruled  in  breach  of  the  Code. 

In  the  first,  a  GP  complained 
about  a  newspaper  article  on 
Servier's  Adifax.  The  doctor  alleged 
that  a  patient  had  shown  him  the 
article  and  put  pressure  on  him  to 
prescribe  the  drug.  Although  Adifax 
was  not  mentioned  by  name  in 
material  provided  to  the  media  at  a 
briefing  on  the  role  of  serotonin  and 
its  influence  on  eating  behaviour, 
the  Committee  considered  its 
content  encouraged  journalists  to 
ask  specific  questions  about  Adifax. 

The  Committee  also  ruled  that  a 
television  news  item  on  Allen  & 
Hanbury's  Serevent  constituted 
advertising  the  drug  to  the  public. 


At  Blackpool 

Mr  Robin  Cook,  the  Shadow  Health 
Secretary,  has  called  on  the  Labour 
Party  Conference  at  Brighton  to  I 
approve  a  resolution  urging  the  next 
Labour  Government  to  demand 
"constraints"  over  the  profits  made 
by  drug  companies. 

A  resolution  condemned  the 
increase  in  prescription  charges  to 
£3.40  per  item.  Delegates  also 
pressed  for  the  introduction  of  a  "no 
fault"  compensation  scheme  to 
cover  accidents  or  errors  within  the 
NHS. 
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Handsome  is 
as  handsome 
does 

Unlike  Xrayser  (C&D  August  17)  I 
have  no  objection  to  researchers 
probing  pharmacist's  knowledge.  If 
carried  out  fairly  and  scientifically 
such  research  should  be  useful  in 
identifying  our  shortcomings  and 
allowing  them  to  be  rectified. 

The  Eastern  Health  and  Social 
Services  Board  has  just  completed 
a  survey  of  health  professionals' 
knowledge  about  infant  feeding. 
Unlike  other  surveys,  this  assessed 
the  knowledge  of  community 
pharmacists,  midwives,  health 
visitors,  CPs,  community  medical 
officers  and  dietitians.  Some  116 
pharmacists  replied,  and  it  is  very 
disappointing  to  find  that 
"pharmacists  had  a  lower  mean 
score  than  any  other  professional 
group". 

Crying  'foul'  and 

criticising  the 
researchers  will  be 
seen  by  others  as 
protectionism... 

The  exact  details  of  the  scoring 
of  each  profession  are  being  kept 
confidential  and  only  being  used  as 
a  focus  to  stimulate  improvement. 
From  my  memory  some  of  the 
questions,  eg  "What  percentage  of 
mothers  in  the  Board's  area  breast 
feed?",  would  seem  inappropriate  to 
establish  pharmacists'  knowledge  of 
infant  feeding.  My  failure  to  answer 
this  question  correctly  would  not 
necessarily  mean  I  am  not  providing 
a  good  service  to  my  customers! 

However,  few  pharmacists 
appear  to  know  the  current  expert 
opinion  on  when  a  child's  baby  milk 
should  be  changed,  from  what  age 
infants  can  be  given  cow's  milk.  The 
bottom  line  is  we  came  bottom.  We 
may  not  like  this  but  crying  "foul" 
and  criticising  the  researchers  will 
be  seen  by  others  as  protectionism. 
We  need  to  improve  and  update  our 
knowledge  on  this  topic.  A  good 
first  step  would  be  to  study  the 
Board's  booklet  "Infant  feeding 
guidelines".  Secondly  we  could 
attend  the  PQET  meeting  on  this 
topic  to  be  held  on  October  30. 

This  revelation  has  come  at  a 
bad  time.  As  we  are  attempting  to 
extend  our  role  we  have  been 
suggesting  to  the  Board  that  we 
would  be  an  ideal  group  to 
distribute  baby  milks.  This  survey  is 
not  going  to  enhance  our  cause  in 
that  direction.  Interestingly  FIISSB 
guidelines  suggest  that  when 
treating  infant  diarrhoea,  "stopping 
formula"  feeds  for  "12-24  hours" 
should  be  part  of  therapy  —  the  very 
advice  pharmacists  were  criticised 
lor  in  a  Newcastle  survey  (C&D 
March  2,  p321)  since  it  was  contrary 
to  WHO  guidelines. 


Will 

someone  tell 
me  why  I 
can't  get  any 
Nuvan 

The  long  hot  Summer  ended  with 
a  vengeance  this  week  but  I  am 
still  irritated.  For  the  last  two 
months  I  have  had  a  constant 
demand  for  Nuvan  Top  and  Nuvan 
Staykill.  These  are  products 
manufactured  by  Ciba-Geigy  and 
recommended  by  the  local  pest 
control  officer  for  the  treatment  of 
fleas  on  domestic  animals  and  in 
the  home.  Both  are  extremely 
effective  and  really  have  no 
market  competitor,  but  in  the  last 
two  months,  at  the  height  of  the 
season,  they  have  been  virtually 
unobtainable  as  has  information 
about  the  reasons  or  alternatives 
from  Ciba-Geigy.  That  demand  is 
now  receding  along  with  the 
changing  weather  but  as  yet  still 
no  sign  of  that  bright  orange  can. 

To  further  complicate  the 
problem  I  always  have  to  order 
these  two  products  through  a  third 
party  who  deals  with  a  veterinary 
supplier  and  then  wait  at  least  two 
weeks  for  supply.  There  is  no 
restriction  on  its  sale  and  as  a 
pharmacist  I  consider  I  am  a 
responsible  person,  but  the  whole 
saga  hints  of  restrictive  practice.  I 
would  appreciate  an  explanation, 
but  best  of  all  I  would  prefer  a 
continuity  of  supply  obtained  from 
my  normal  wholesale  sources. 

Suffolk  CHC 
putting  the 
record 
straight 

According  to  a  recent  survey  from 
the  Suffolk  Community  Health 
Council,  the  people  of  Debenham 
in  Suffolk  now  enjoy  and  support 
the  service  given  by  their  local 
pharmacy  (GCDlast  week).  This  is 
a  remarkable  turn  round  from  the 
attitude  that  existed  three  years 
ago  when  the  good  citizens  were 
set  to  re-erect  their  ancient  stocks 
in  the  village  square,  and  all  for 
the  benefit  of  Mr  Smith. 

It  is  inevitable  that  violent 
opposition  will  be  aroused  in  a 


closed  community  if  a 
pharmaceutical  service  local 
people  have  never  experienced  is 
said  to  threaten  the  medical 
service  they  have  always  enjoyed. 
The  fervour  of  that  opposition  is 
directly  proportional  to  the  loss  of 
income  by  the  dispensing  doctors 
and  often  supported,  erroneously 
with  hindsight,  by  official  bodies 
such  as  the  district  council  and 
CHC.  But,  in  spite  of  these 
problems,  pharmacies  are  being 
re-established  in  rural  areas. 
When  hearings  into  an  application 
are  held  the  expressed  fears  are 
genuine,  but  the  answers 
unsatisfactory  since  no  case 
history  exists.  The  CHC  survey  in 
Debenham  shows  that  attitudes  do 
change  and  1  would  like  all  local 
pharmaceutical  committees  to 
encourage  their  CHCs  to  condust 
similar  surveys  in  order  to 
establish  accurate  case  histories 
for  presentation  at  future 
hearings,  and  to  submit  to 
councils  and  CHCs  as  evidence  to 
gain  their  support. 

Full  marks 
for  pharmacy 
launch  of 
Celectol 

Despite  the  profusion  of  new 
drugs  on  the  market  I  see 
relatively  few  representatives.  I 
suspect  they  are  concentrating 
their  valuable  energies  persuading 
local  doctors  of  the  advantages  of 
their  particular  latest  miracle. 
When  one  does  stray  into  the 
dispensary  they  are  invariably  a 
young,  quick  talking  graduate  who 
swamps  me  with  statistical 
advantages,  thrusts  the  glossies 
into  my  hand  and  then  suggests  a 
quick  month's  supply  at  a 
conveniently-not-mentioned  cost 
through  my  local  wholesaler.  The 
complaint  is  common,  the  remedy 
predictable:  they  are  politely 
shown  the  door  and  market  forces 
allowed  to  dictate  my  eventual 
purchases.  It  does,  however, 
concern  me  because  this  should 
not  be  the  way  to  sell  or  buy  a  new 
drug  which  ultimately  will  survive 
in  the  market  place  on  its 
pharmacological  merits. 

Last  Saturday  my  faith  in 
pharmaceutical  marketing  was 
restored.  A  package  arrived 
through  the  post  from  Rhone- 


Poulenc  Rorer,  a  company  I  must 
admit  to  having  criticised  in  the 
past  They  have  just  launched  a 
new  vasodilating  cardioselective 
beta-blocker,  Celectol,  and  to 
support  that  launch  have  sent 
every  community  pharmacist  a 
package  containing  an 
educational  audio  tape,  brochure, 
data  sheet  and  a  complimentary 
28  day  pack  of  the  product.  An 
expensive  public  relations 
exercise  but  one  which  I 
appreciate.  The  tape  contained 
genuine  educative  information  on 
the  pharmacology  of  beta- 
blockers  as  well  as  the  expected 
raison-d'etre for  the  introduction 
of  Celectol  but,  since  a 
complimentary  pack  was  also 
included,  cannot  be  in  any  way 
accused  of  being  a  commercial 
hard  sell. 

To  wrap  up  a  brilliant 
presentation  I  read,  as  requested, 
the  enclosed  patient  information 
leaflet  and  have  to  congratulate 
Rhone-Poulenc  Rorer  equally  for 
their  thought  and  consideration 
for  the  patient.  On  one  side  the 
usual  "About  your  medicine"  but 
on  the  other  side  a  simple  series  of 
questions  and  answers  which 
inform  the  patient  about 
cardiovascular  disease,  aid 
compliance  and  encourage  them 
to  ask  further  questions,  though 
regrettably  not  of  their 
pharmacist.  This  criticism  apart, 
an  outstanding  advance  by  an 
innovative  company.  The  audio 
tape  suggested  more  could  be 
available  in  the  same  series.  I  look 
forward  to  their  appearance  and 
trust  other  companies  will  emulate 
this  approach. 
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We've  applied 
ourselves . . . 


dressing 
a  hydrocolloid  dressing  that  is 
more  than  equal  to 
today's  nursing  needs 


Developed  with  the  community  nurse  in  mind, 
3M  Tegasorb  hydrocolloid  dressing  is  designed 
to  offer  enhanced  management  of  partial  and  full 
thickness  wounds. 

Now  approved  on  the  Drug  Tariff,  its  unique 
combination  of  hydrocolloid  dressing  and  integral 
Tegaderm  film  cover  provides  a  high-performance, 
cost-effective  dressing  to  suit  both  community 
nurses  and  their  patients.1 

3M  Tegasorb  hydrocolloid  dressing  -  part  of 
3M  Health  Care's  commitment  to  providing  a 
comprehensive  range  of  wound  management 
products. 

1.  Data  on  file 


•  Cost-effective  -  the  two-in-one  dressing 

•  Now  on  Drug  Tariff 

•  Unique  formulation  providing  good  absorption  with 
clean  removal 

•  Unique  oval  shape  -  no  corners  to  lift  and  leak 

•  Highly  versatile  application 

•  Integral  Tegaderm  film  cover  prevents  leakage  and 
odour 

•  Maintains  moist  wound  healing  environment 

•  Wound  mapping  chart  included 
Ordering  Information 


Product  size 

Code 

3M  Tegasorb  dressing 

10cm  x  12cm 

90001  DTS 

Now  see  hydrocolloid  dressing  for  yourself 


3M  Tegasorb 


DrugJWff  ;  z 


For  further  information  and  a  sample  of  3 M  Tegasorb  hydrocolloid 
dressing,  phone  0509  613073  or  write  to  Professional  Home  Care, 
3M  Health  Care  Limited,  FREEPOST,  Morley  Street, 
Loughborough,  Leicestershire  LE11  0BR. 


PTS  10  Dressings 


3M  Tegasorb, Tegaderm  and  Innovation  working  for  you  are  trade  marks  of  3M 


HealthCare 


Innovation  working  for  you" 


Scriptspecials 


Ha  If  an  for  acute 
malaria 


Halfan  is  a  new  anti-malarial  which 
Smith  Kline  &  French  are 
launching  on  October  14. 

Licensed  for  the  treatment  ol 
acute  infections,  Halfan  is  especially 
useful  for  those  likely  to  be  infected 
with  chloroquine  or  multi-drug 
resistant  strains.  It  is  already 
registered  in  32  other  countries. 
Manufacturer  Smith  Kline  &  French 
Laboratories,  Welwyn  Garden  City, 
Hertfordshire  ALT  1  EY 
Description  White  to  off-white 
capsule-shaped  tablets,  each 
containing  250mg  halofantrine 
hydrochloride  (233mg  base)  with  a 
breaklineon  one  side  and  inscribed 
"Halfan"  on  the  other 
Uses  Treatment  of  acute  infection 
with  Plasmodium  falciparum  and  I '. 
vivas 

Dosage  Adults  mid  children  over 
37kg  l,500mg:  three  doses  of  2 


Lopid  blisters 

Parke-Davis  are  introducing  a  blister 
pack  of  100  Lopid  300mg  capsules  to 
replace  the  existing  tampertainer.  The 
price  is  unchanged.  Parke-Davis 
Research  Laboratories.  Tel:  0703 
620500. 

Histoacryl  blue 

Available  to  hospital  for  a  number  of 
years,  Histoacryl  blue  tissue  adhesive 
is  being  made  available  to  CPs  from 
November.  It  is  designed  for  closing 
minor  skin  wounds  without  suturing; 
one  box  contains  five  vials  of  0.2ml 
(£40  trade).  Histoacryl  is  licensed  and 
Davis  and  Geek  anticipate  it  will  be 
reimbursable  on  FP10.  Davis  and 
Geek.  Tel:  0.329  224155. 

Balneum  goes  down 

The  200ml  size  of  Balneum  which 
replaces  the  existing  225ml  bottle 
(Script  Specials  last  week)  is  a  new 
shape  and  the  cap  incorporates  a 
measure.  The  price  goes  down  to 
£2.86  trade.  E.  Merck 
Pharmaceuticals.  Tel:  0420 
64011. 

Capozide  LS 

Squibb  are  launching  Capozide  LS 
tablets  on  Monday.  Each  tablet 
contains  captopril  25mg  and 
hydrochlorothiazide  12.5mg,  half  the 
strength  of  Capozide.  The  dose  is  one 
daily.  Capozide  LS  is  particularly 
suitable  for  the  elderlv,  say  Squibb. 
Calendar  packs  of  28  cost  £1 1 .25 
(trade).  E.R.  Squibb  and  Sons.  Tel: 
081-754  7422. 

Divide  by  five 

The  price  quoted  for  Loceryl  in 
Script  Specials  last  week  was  the 
price  for  five  treatment  packs;  they 
cost  £6.88  each.  Roche  Products 
Ltd.  Tel:  0707  3281 28. 


tablets  at  six-hourly  intervals.  A 
second  course  is  recommended  one 
week  later  if  the  patient  has  had  no 
previous  exposure  or  minimal 
exposure  to  miliaria 
Contra-indications,  warnings,  etc 
Hypersensitivity  to  Halfan. 
Pregnancy.  Not  for  prophylactic 
use.  Caution  in  patients  with 
celehral  and  other  complicated 
malarial  conditions.  Do  not  use  in 
women  of  childhearing  age  unless 
there  are  compelling  clinical 
grounds;  discontinue  breast  feeding 
during  treatment 

Side-effects  Diarrhoea,  abdominal 

pain,   nausea   and  vomiting. 

Transient   elevation   of  serum 

transaminases  has  been  reported 

Supply  restrictions  P(  )M 

Packs  Two  blister  strips  of  six  tablets 

£13.96  trade 

Licence  number  0002/0203 


Cash  incentive  on  Ref  lolux  S 


A  £20  cash-back  consumer  offer  on 
Reflolux  S  blood  glucose  meters 
starts  this  month.  The  retail  price  of 
£49  (excluding  VAT)  is  paid  in  full  at 
(he  point  of  purchase,  however 
pr<  >m<  itii  mal  packs,  featuring  a  "£20 


Migraine 
breakthrough 


Glaxo's  Imigran  (Script  Specials 

last  week)  has  been  hailed  as  a 
breakthrough  in  the  treatment  of 
acute  migraine,  giving  new  hope  to 
CPs  and  their  migraine  sufferers. 

The  company,  which  has  been 
researching  into  5HT  since  the 
early  7( )s,  has  been  working  t<  iwards 
designing  highly  specific  drugs  for 
the  three  types  of  5HT  receptors. 

Migraine  has  been  linked  with 
changes  in  5HT:  plasma  levels  are 
low  during  an  attack  while  excretion 
in  the  urine  increases,  and  injecting 
5HT  during  an  acute  attack  can 
abort  it  (although  this  is  linked  with 
unacceptable  side-effects). 

The  beneficial  effects  <  if  51  IT  are 
mediated  via  5HT,  receptors  in 
affected  cranial  blood  vessels. 
Sumatriptan,  synthesised  in  1984, 
was  the  first  highly  selective  5HT 
agonist  suitable  for  clinical 
development. 

A  clinical  trial  supported  by 
Glaxo,  published  in  The  Lancet  this 
week,  concludes  that  sumatriptan  is 
an  effective,  well-tolerated 
treatment  for  acute  migraine 
attacks.  In  a  d<  luble-blind,  cr<  >ss<  >ver 
study  of  61  patients,  41  completed 
treatment  after  four  attacks,  two 
being  treated  with  sumatriptan 
lOOmg  orally  and  two  on  placebo. 

The  response  rate  (reduction  in 
headache  from  moderate  or  severe 


to  mid  or  absent  at  two  hours)  was 
51  percent  with  sumatriptan  and  10 
per  cent  with  placebo;  rescue 
medication  was  needed  at  two  hours 
in  41  per  cent  and  88  per  cent 
respectively.  Of  28  patients 
headache-free  at  two  hours,  1 1  (39 
per  cent)  had  recurrent  headache 
within  24  hours.  There  were  no 
substantial  side-effects. 

•  Imigran  treatment  packs  contain 
two  prefilled  syringes  plus  an  auto- 
injector  (£41.14  trade).  Each 
syringe  contains  6mg  sumatriptan 
base  (as  succinate)  in  an  isotonic 
solution  of  0.5ml. 

•  Imigran  can  be  used  f<  >r  the  acute 
relief  of  migraine  attacks,  with  or 
without  aura,  and  for  acute 
treatment  of  cluster  headaches. 

•  For  migraine  it  is  given  as  a 
single  6mg  subcutaneous  injection 
as  early  as  pi  issible  after  the  onset  of 
the  attack.  If  symptoms  recur,  a 
further  6mg  may  be  given  in  the 
next  24  hours  at  least  one  hour  after 
the  first  dose.  The  maximum  dose  in 
24  hours  is  12mg.  For  cluster 
headache,  6mg  for  each  attack  h  i  a 
maximum  o 
a  minimum 
hour.  Not  for  use  in  children  and 
not  recommended  in  patients  over 
65. 

•  Imigran  is  contra-indicated  in  the 
following  instances;  hypersensitivity 


,2mg  in  24  hours  and 
dose  interval  of  one 


off  sticker"  and  available  now  from 
wholesalers,  contain  a  £20  cash 
back  voucher  which  the  customer 
can  redeem  directly  from  the 
manufacturer. 

Boehringher  Mannheim  are 
confident  that  this  promotion  will 
increase  sales  of  the  Reflolux  S, 
while  allowing  pharmacists  to  retain 
their  full  margin.  It  will  also  help 
pharmacists  to  capitalise  on  the 
trend  towards  using  meters  to  read 
blood  glucose  levels,  says  the 
company. 

It  is  offering  to  exchange 
existing  stock  for  the  new 
promotional  packs.  Pharmacists 
who  wish  to  take  up  this  offer  should 
telephone  the  Customer  Services 
Department  at  Boehringer 
Mannheim  UK.  Tel:  0273 
480444. 


to  ingredients;  ischaemic  heart 
disease,  previous  myocardial 
infarction  or  Prinzmetal's  angina; 
uncontrolled  hypertension; 
hemiplegic  patients;  patients  on 
MAOIs,  selective  5HT-reuptake 
inhibitors  and  lithium.  Do  not 
exceed  recommended  dose,  do  not 
give  intravenously.  Drowsiness  may 
occur,  caution  needed  for  skilled 
tasks.  Caution  in  a  number  of 
conditions,  including  pregnancy 
and  lactation  (see  Data  Sheet). 
•  The  most  common  side-effect  is 
transient  pain  at  the  injection  site. 
Others,  mild  to  moderate  in 
intensity  and  transient,  include 
sensations  of  tingling,  heat, 
heaviness,  pressure  or  tightness  in 
any  part  of  the  body,  flushing, 
dizziness  and  feelings  of  weakness. 
Fatigue  and  drowsiness  reported; 
nausea  and  vomiting  possible. 
Transient  increases  in  blood 
pressure  recorded  and  minor 
disturbances  in  liver  function  tests 
observed. 
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Counterpoints 


Numark  relaunch 
own  label  range 


Numark  are  relaunching 
their  entire  own-label  range 
in  redesigned,  contemporary 
packaging,  giving  it  a  higher 
quality  look,  and  adding  new 
products. 

The  first  of  the  new  look 
products  are  being  sold  in 
now  and  Numark  say  the 
relaunch  will  be  complete  by 
next  year,  when  the 
company  will  have  a  total  of 
500  own  label  products. 

Terry  Norris,  managing 
director,  said  the  company 
decided  on  a  relaunch 
following  consumer  research 
and  the  increased 
importance  of  own  label 
ranges.  "The  new  range  had 
to  complement  our  retail 
concept  scheme,  so  we 
waited  until  that  was 
complete  first,"  he  said. 

Oats  Design,  who  were 
selected  to  redesign  the 
packaging,  were  given  a 
brief  by  Numark,  with  key 
requirements  being  to 
emphasise  the  relaunch  and 
unification  of  the  range;  to 
position  the  own  label  range 
as  quality;  to  provide  a 
design  which  would  facilitate 
future  revision  and  updates 
in  the  range. 

New  products  which  have 
been  added  to  the  range  are 
a  skincare  range,  an 
extended  haircare  range, 
soaps  and  baby  products. 

The  natural  range  (not 
tested  on  animals)  comprises 
three  shampoos  (£0.85)  and 
three  conditioners  (£0.85)  — 
peach  &  honeysuckle  for 
frequent  washing;  coconut  & 
bay  rum  for  dry  or  treated 
hair;  briar  rose  &  willow  for 
normal  hair.  Glycerine  soaps 
(£0.65)  come  in  guava, 
passion  fruit,  peach  & 
honeysuckle  and  briar  rose 
&  willow.  Talcs  come  in 
briar  rose  &  willow  or  peach 
&  honeysuckle.  All  products 
in  the  natural  range  have  co- 
ordinating packaging. 

New  Plus  2  in  1  shampoo 
and  conditioner  (£1 .29) 
comes  in  three  variants  — 
frequent  wash,  dry/sensitive 
and  normal/greasy  hair. 

The  babycare  range  is 
being  relaunched  with  on- 
pack  graphics  designed  by 
leading  children's  illustrator, 
Stephen  Cartwright.  New 
products  include  Ultra 
nappies  in  infant,  toddler 
and  child  sizes  with 


elasticated  leg  and 
resealable  tapes.  Also  new 
are  mildly  antiseptic,  lanolin- 
free  bahywipes  in  a 
container  with  dispenser  lid. 

The  new  skincare  range 
comprises  eye  make-up 
remover,  cleansing  lotion, 
toner,  moisturising  lotion 
and  moisturising  cream 
(£0.99  each).  All  are  lanolin 
and  fragrance-free.  The 
products  come  in  a  counter 


unit  and  consumer  leaflets 
are  available. 

Multi-wrap  family  soaps 
(£0.65)  come  packed  in 
threes  in  four  variants:  coal 
tar,  ivory,  peach  &  apricot, 
and  apple  &  avocado. 

Numark  packed  goods 
now  carry  the  Numark  brand 
name  instead  of  the  old 
Nucross,  which  is  being 
phased  out.  Numark.  Tel: 
0827  69269. 


First  aid 
for  teeth 

Al  Pharmaceuticals  are 
describing  their  new  Tooth- 
Aid  pack  as  "the  complete 
first  aid  kit  for  teeth"  for  use 
until  a  dentist  can  be  seen.  It 
can  be  used  for  filling  a 
cavity  in  a  tooth,  replacing  a 
lost  filling  and  for 
temporarily  sticking  a  crown 
back  on. 

Tooth-Aid  contains  an 
8g  tube  of  a  professional 
temporary  filling  material,  a 
dental  mirror,  four 
mouthwash  tablets  and  six 
paracetamol  500mg  tablets. 
It  retails  at  £3.99.  "Nothing 
on  the  market  so  far  has 
been  this  complete,"  says 
Al's  Gary  Lewis. 

Tooth-Aid  is  currently  on 
bonus  offering  15  as  12  and 
is  included  with  Unichem's 
October  promotions,  say  Al 
Pharmaceuticals.  Tel: 
081-659  9496. 


Puressa 

range 

extended 

Opal  Products  have 
relaunched  their  Puressa 
natural  cleansing  bar, 
adding  two  more  variants 
and  an  increase  in  size. 

There  is  now  a 
revitalising  and  an 
exfoliating  bar,  as  well  as  the 
original  unscented  variant. 
All  three  retail  at  £2.25  and 
are  now  lOOg  in  size. 

The  original  packaging 
has  been  retained,  with  a 
new  claim  for  the  product, 
saying  it  removes  all  types  of 
make-up,  including 
waterproof  mascara. 

Puressa  comes  in  cases 
of  six  (trade  £7.66)  and 
there  is  a  special  launch 
pack  containing  four  of  each 
variant  for  £13. 79.  Opal 
Products.  Tel:  081-861 
6181. 


Isocones  put  pressure 
on  insomnia 


A  non-drug  means  to  a  good 
night's  sleep  is  being 
launched  by  Sea-Band  UK, 
who  brought  us  the  anti- 
nausea acupressure  bracelet 
Sea-Band. 

Called  Isocones,  they  are 
said  to  hring  back  natural 
sleep  to  insomnia  sufferers 
without  the  use  of  drugs  — 
improving  both  the  length 
and  quality  of  sleep.  Sea- 
Band  say  that  during  clinical 
trials  they  proved  to  be 
beneficial  for  79  per  cent  of 
patients  within  a  month. 

Isocones  are  small 
plasters  equipped  with  a  soft 
rubber  dome  which  applies 
constant  pressure  on  the  H7 
points  of  the  wrists.  These 
are  known  to  be  treatment 
points  for  sleep  disorders  in 
Chinese  acupuncture,  say 
Sea-Band. 

As  a  non  invasive,  self- 
massage  device  Isocones, 
therefore,  carry  no  risk  of 
side-effects,  overdosing  or 
tolerance,  and  no  contra- 
indications, say  Sea-Band. 
They  are  suitable  for  all 
except  children  under  three. 

Sea-Band  say  studies 
have  proved  that  patients 
who  normally  take  sleeping 
tablets  are  able  to  reduce 
use  and  more  than  third 
discontinue  them  altogether. 
As  a  first  step  Isocones  can 
be  used  in  combination  with 
sleeping  tablets  to  allow  a 
progressive  reduction  of 


dose,  they  advise. 

Isocones  come  in  boxes 
of  18  (£6.99);  they  are  not 
reusable.  For  further 
information  on  the  product 
contact  the  company.  Sea- 
Band  UK  Ltd.  Tel:  0455 
251007. 


Back  to 
nature 

Next  to  Nature  toiletries  was 
launched  at  Chemex.  The 
range  is  already  available  in 
Ireland. 

The  range  comprises  13 
products.  These  include  a 
two  in  one  shampoo  and 
conditioner  (£2.25),  protein 
shampoo  for  dry  hair 
(£1.99),  herb  shampoo 
(£1 .99),  coconut  conditioner 
(£1.75),  styling  gel  (£1.95) 
and  shower  gel  (£1.99). 

The  body  care  range 
comprises  moisturising 
lotion  (£1.99)  and  cleanser 
(£1.99),  toner  (£1.75),  hand 
and  body  cream  (£3.95), 
foam  bath  (£2.75)  and  anti- 
perspirant  deodorant 
(£2.95). 

Ingredients  used  in  the 
products  include  soya  bean 
oils,  coconut  oil  and  palm 
kernel  oil.  Packaging  is  gold 
and  green  graphics  on  a 
white  bottle.  Ausonia  Ltd. 
Tel:  081-398  1820. 


Lady  Blade  is  a  new  lady's  razor  with  a  skin  guard  system. 
Developed  by  B&B  Engraving,  the  Lady  Blade  disposable 
razor  has  twin  blades  and  is  safeguarded  by  18  soft  ribs 
which  hold  the  skin  clear  of  cutting  edges.  It  retails  at 
£  1 .29.  B&B  Engraving  Ltd.  Tel:  0922  720717 
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At  last  a  complementary  skin 
maintenance  programme  that  is  not  only 
recommended  by  dermatologists 
and  doctors,  but  is  so  effective  that  your 
customers  actually  recommend 
it  to  each  other 

THE  ART  OF  SKIN 
MAINTENANCE 


Recommend  all  3  products 
to  use  on  a  wide  range  of  problem 
dry  skin  conditions. 
Cream  E45:  Britain's  biggest  selling 
emollient  and  6th  largest 
OTC  product  in  pharmacy.  It  can  be 
relied  upon  to  soothe  and  help 
relieve  a  wide  range  of  dry  skin  conditions 
from  sunburn  to  the  dry  stage 

of  eczema.' 

Wash  E45:  A  dermatological  washing 
cream  for  the  whole  body.' 
Its  unique  non-drying  formula  actually  ^ 

cleans  effectively  without^ 
removing  the  skin's  natural  barrier  of  oils." 
Bath  E45:The  latest  addition 
the  E45  programme.  Ideal  for  soothing1 

widespread  dry  skin  conditions/ 
because  of  its  long  lasting  emollient  effect/ 
The  E45  skin  maintenance 
programme,  because  the  customer 
is  always  right. 


E45 

DERMATOLOGICAL    SKIN  CARE 


Unichem's  special 
prices  and  promotions 


New  Winter  remedies 
from  Vantage 


Cabdrivers  —  relaunch 
and  expansion 


Cabdrivers  cough  linctus  is 
to  be  relaunched  and  the 
range  extended  following 
the  appointment  of  Opal 
Products  as  distributors. 

Among  the  company's 
immediate  plans  is  the 
addition  of  two  new  varieties 
—  diabetic  and  paediatric  — 
which  manufacturers  BMS 
Laboratories  hope  will 
exploit  the  already  strong 
brand  allegiance. 


A  consumer  PR 
campaign  is  underway  which 
will  trace  the  product's 
history  —  from  development 
by  an  army  pharmacist  while 
on  active  duty  in  Japan  — 
and  highlight  the  brand's 
loyal  users. 

In  addition,  the  company 
is  planning  to  develop  the 
brand  through  expanded 
distribution.  Opal  Products 
Ltd.  Tel:  081-861  6181. 


Inecto  launch  natural  haircare 
range  to  BUAV  standards 


Cabdrivers  —  relaunch 


Mountain  Breeze  hit 
the  vapour  trail 


AAH  Pharmaceuticals  are 
introducing  new  products  to 
their  own-label  Winter 
remedies  range. 

Vantage  Hot  Lemon  cold 
powder  with  vitamin  C 
(launched  at  Chemex)  is 
available  in  five  (£0.99)  and 
10  (£1.58)  sachet  packs. 
Trade  outers  are  £6.60  for 
the  five  sachet  packs  ( 1 2s) 
and  £5.28  for  the  ten  sachet 
packs  (6s). 

Also  new  are  night  cold 
comfort  and  cold  relief 
capsules.  Night  cold  comfort 
(210ml  £2.20)  is  a  liquid 
remedy  and  cold  relief 
capsules  are  blister  packed 
in  24s  (£1.59). 

Other  introductions  are 
three  paracetamol 
formulations  —  paracetamol 
500mg  tablets,  500mg 
capsules  and  paracetamol 
extra  capsules.  All  are  blister 
packed  in  24s  and  retail  at 
£0.45,  £1.02  and£1.28 
respectively. 

Vantage  ihuprofen  has 
also  been  repackaged.  AAH 
Pharmaceuticals.  Tel: 
0928  717070. 


Linesse 
delay 

Swaddlers  have  decided  to 
temporarily  delay  the  launch 
of  their  new  range  of 
sanitary  towels  and 
pantliners,  Linesse 
(Counterpoints  July  27). 

Jo  McFvedy,  the  new 
product  development 
manager  at  Swaddlers  says: 
"Obviously  we  are 
disappointed  not  be 
launching  at  this  time,  but 
the  brand  has  been  received 
extremely  positive  so  far  and 
we  are  very  confident  that  it 
will  be  launched, 
successfully,  as  soon  as 
possible.''  Swaddlers  Ltd. 
Tel:  091-482  5566. 


Sanatogen 

window 

display 

Fisons  have  designed  a  new 
window  display  for  their 
Sanatogen  Multivitamin 
range  to  coincide  with  the 
new  television  campaign. 

The  new  display  features 
the  Sanatogen  logo,  as  seen 
in  the  commercial,  and  four 
giant  packs  from  the 
Multivitamin  range  on  a 
plinth  hearing  the  slogan: 
"There's  one  name  you  can 
always  turn  to".  Fisons 
Consumer  Health.  Tel: 
0509  611001. 


W-Lat 
health 
visitors 
show 

Warner-Lambert  Health 
Care  are  taking  a  stand  at 
the  health  visitors  exhibition 
to  be  held  in  Eastbourne 
from  October  10-12. 

The  self-medication 
products  on  display  will 
include  the  Benylin  range, 
Anusol,  Abidec,  Caladryl, 
and  Metatone  Tonic. 

Warner-Lambert  sales 
staff  will  man  the  stand 
providing  information  about 
the  products  and  taking 
orders  for  professional 
literature. 

A  special  edition  of  the 
company's  health  visitors 
magazine  "Community 
Focus"  is  being  produced  to 
tie  in  with  the  exhibition. 
Warner-Lambert  Health 
Care.  Tel:  0703  620500. 


Inecto  have  launched  a 
range  of  natural  shampoos 
and  conditioners  which  meet 
BUAV  standards. 

There  are  three 
shampoos  and  three 
matching  conditioners  in  the 
range. 


Unichem  have  teamed  up 
with  a  number  of  brand 
manufacturers  to  offer 
special  prices  and  prizes  this 
Winter. 

A  Christmas  package 
with  Smithkline  Beecham 
offers  pharmacists  a  POP  of 
39  per  cent.  Beecham 
Powders  (large)  can  be 
purchased  for  £6.85  (normal 
trade  £8.57)  and  12  Venos 
expectorants  (100ml)  for 
£11.41  (normally  £14.27). 

In  addition,  pharmacists 
can  choose  from  a  range  of 
gifts  with  purchases. 
Handmade  chocolates  or 
caramelised  almonds  are  the 
choice  with  six  cases  while 
"Tipsy  Christmas  treats" 
including  a  Christmas 
pudding,  brandy  butter  and 
handmade  chocolates  are 
available  with  orders  of  50 
cases,  say  Unichem.  The 
offer  runs  until  October  31, 
closing  date  for  gift 
applications  is  November 
30. 


Mountain  Breeze  have 
launched  an  electric 
vaporiser  to  combat  the 
stuffy  noses  of  the  coughs 
and  colds  season. 

The  vaporiser,  retailing 
at  £17.99,  releases  a 
traditional  blend  of  natural 
oils,  including  menthol  and 
eucalyptus,  from  vaporiser 
pads  which,  say  the 
manufacturers,  means  no 
messy  liquids.  The  user 
simply  peels  off  the  backing 
of  the  pad,  inserts  it  in  the 


Variants  are  peach  nut 
revitalising  shampoo  for  dry 
and  treated  hair  with  rich 
formula  conditioner: 
avocado  body  and  shine 
shampoo  for  normal  hair 
with  natural  balance 
conditioner;  lemon  and  mint 


Pharmacists  who 
purchase  eight  cases  or 
more  of  Solpadeine  have  the 
chance  to  enter  the 
Solpadeine  slalom  with  first 
prize  being  a  four  day 
holiday  for  two  in  Albertville 
—  the  venue  for  the  1992 
Winter  Olympics. 
Solpadeine  rucksacks  are 
available  to  the  50  runners 
up. 

Solpadeine  special  prices 
are  (normal  trade  price)  — 
12  Solpadeine  tablets  12s 
for  £10.37  (£12.08),  12 
Solpadeine  capsules  12s  for 
£9.09  (£10.58). 

Unichem,  together  with 
Simpla,  are  arranging  a 
series  of  educational 
evenings  on  continence 
care. 

Some  1 1  venues  are 
planned  throughout  October 
and  November,  invitations 
and  details  will  be 
distributed  shortly. 
Unichem  Ltd.  Tel: 
081-391  2323. 


unit  to  provide  8  hours  of 
soothing  vapour.  The 
vaporiser  has  three  strength 
settings,  so  the  amount  of 
vapour  can  be  set  to 
consumer  preference.  Five 
pads  are  included  in  the  unit 
and  refill  packs  are 
available. 

The  Mountain  Breeze 
Vaporiser  will  be  advertised 
in  the  women's  weeklies  and 
monthlies  in  December  and 
January.  Mountain  Breeze 
Ltd.  Tel:  0695  21155. 


deep  cleansing  shampoo  for 
greasy  hair  with  light 
formula  conditioner. 

All  products  retail  at 
£0.99  each  for  250ml. 
Bottles  are  recyclable,  say 
Inecto.  Keyline  Brands. 
Tel:  081-579  8991. 
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Tambrands  are  running  a  Christmas  promotion  for  independent 
pharmacists.  From  this  week  Tambrands  sales  representatives  will  be 
calling  to  explain  that  by  buying  Tampax,  Fuji  and  Duracell,  pharmacists 
can  receive  one  of  1 5  Christmas  gifts  on  offer,  including  Christmas  tree 
lights,  a  gents  shaver,  cheese  and  port,  a  hamper,  a  telephone/clock/radio, 
and  drinks.  The  promotion  will  run  for  three  months:  Tambrands  advise 
pharmacists  to  make  their  choice  of  gift  by  December  1 3  to  receive  it  in 
good  time  for  Christmas.  Tambrands  Ltd.  Tel:  0705  474141 


Derma  Shield  —  a  barrier 
against  the  elements 


A  product  claiming  to  protect  skin 
against  irritants  including 
chemicals,  nappy  rash,  contact 
dermatitis  and  to  protect  eczema 
sufferers  against  possible  irritants 
was  being  promoted  at  Chemex. 

Derma  Shield,  an  American 
product,  is  a  mousse  formulation, 
said  to  be  non-greasy  and 
fragrance-free  and  allows  skin  to 
breathe.  It  should  be  applied  to  the 
skin  before  coming  into  contact 
with  irritants  and  is  claimed  to  be 
effective  for  four  hours  and  is 
water-resistant. 

Distributor  Savita  Bhandari 
demonstrated  the  product's 


effectiveness  by  applying 
paintstripper  and  acid  tot  a 
volunteer's  hands  (after  applying 
the  product). 

The  product  is  supplied  in  an 
aerosol  can  in  three  sizes.  Derma 
Shield  retails  at  £6.07  for  the  small 
size  (two  months  supply),  £1,3.22 
for  the  medium  (six  months  supply) 
and  £18.33  for  the  large  can  (one 
year  supply). 

The  product  is  manufactured  by 
Benchmark  and  is  being  distributed 
in  the  UK  by  independent 
distributor  Savita  Bhandari, 
Vitachem  Pharmacy.  Tel: 
081-680  8446. 


On  TV  Next  Week 


GTV  Grampian  C4  Channel  4 

B  Border  U  Ulster 

BSB  British  Sky  Broadcasting  G  Granada 

C  Centra]  A  Anglia 

CTV  Channel  Islands  TSW  South  West 

LWT  London  Weekend         TTV  Thames  Television 


TV-am  Breakfast  Television 

STV  Scotland  (central) 

Y  Yorkshire 

HTV  Wales  &  West 

TVS  South 

TT  Tvne  Tees 


Celsius: 

All  areas  except  LWT  &  C4 

Colgate  Actibrush: 

All  areas 

Colgate  Great  Regular  Flavour: 

All  areas 

Farley's  Timers: 

All  areas 

Hedex  Extra: 

TV-am 

Libra  Bodyform: 

All  areas  except  CTV.LWT  TTV  &  C4 

Listerine/Coolmint: 

All  areas  except  Y,CTV,C4  &  TV-am 

Minadex: 

TV-am 

Olvarit: 

All  areas 

Panadol: 

All  areas 

Radian  B  Mineral  Batb 

G 

Seven  Seas  Berries 

TTV 

Timotei  shampoo: 

All  areas  except  CTV,Y,TVS  &  C4 

is  growing 


even  stronger 


With  the  recent  addition  of  the  famous 
Potter's  Catarrh  Pastilles  to  Ernest Jackson's 
medicated  pastilles  and  lozenges  portfolio, 
it's  no  understatement  to  say  that  our 

range  is  stronger  than  ever  before. 
And  now  we've  added  the  equally  well 
known  Zubes  brand  to  our  range  too,  there 
really  is  no  nicer  way  for  you  to  make  a  profit 
than  with  Ernest  Jackson. 


ERNEST  JACKSON  61  CO.  LTD..  CRED1TON,  DEVON  EX17  3AP 
TEL:  (0363)  772251  •  FAX:  (0363)  775595. 
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UniPOS 
from  UniGhem. 


JATU.BAL 

AIRC  A  R  I 


ONDITIONtB 


C=r  UniPos 
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UniChem  pic,  UniChem  House,  Cox  Lane,  Chessington,  Surrey  KT9  1SN.  Telephone:  081-391  2323. 


The  only  system 
that's  dedicated  to  buildin 

your  business. 

At  last  a  straightforward,  affordable 
EPOS  system  designed  specifically  for  the 
pharmacy  business. 

Vital  sales  information  can  now  be  acces- 
sed at  the  touch  of  a  button  giving  greater 
business  control  and  maximum  profitability 
Backed  by  automatic  price  updating, 
comprehensive  installation  and  training  sup- 
port, a  hotline  and  regular  software  updates, 
UniPOS  is  perfect  for  the  owner-manager  or 
national  group. 

UniPOS  from  UniChem,  its  up  and  run- 
ning, and  ready  to  make  you  money. 

UniChem 


HELPING  YOU  BUILD  YOUR  BUSINESS 
THROUGHOUT  THE  YEAR. 


Wei  la  extend  and 
relaunch  Balsam 


Wella  have  gone  one  step 
further  and  introduced  a 
three  in  one  shampoo  and 
conditioner. 

Wella  Balsam  Wash  & 
Care  Plus  claims  not  only  to 
cleanse  and  condition  hair, 
but  also  to  strengthen.  It 
contains  a  new  active 
ingredient,  Byogen,  which  is 
said  to  penetrate  the  hair 
and  increase  volume. 

Wash  &  Care  comes  in 
three  variants  —  for  dry  hair, 
permed  hair  and  for 
frequent  use  (£1.85  each). 

The  two  in  one  sector  is 
growing  71  per  cent  a  year 
and  accounts  for  31  per  cent 
of  the  shampoo  market,  say 
Wella. 


Intensive  conditioners 
are  up  19  per  cent  on  last 
year,  and  to  this  end  Wella 
are  adding  Massaging  Hot 
Oil  treatments  (3  x  15ml, 
£1.89). 

Available  for  either 
permed  and  chemically 
treated  hair  or  dry  and 
damaged  hair,  the  oil  is  said 
to  stimulate  the  scalp  as  well 
as  condition  the  hair  and 
protect  from  damage. 

Wella  have  also 
reformulated  and 
repackaged  their  original 
Wella  Balsam  range  of 
shampoos  and  conditioners. 
The  new  formulations 
include  the  Byogen 
ingredient  and  packs  have 


Sensor  pad  aids  breast 
examination 


A  new  device  which  enables 
women  to  examine  their 
breasts  more  easily 
demonstrated  at  the  Chemex 
exhibition. 

Known  as  "the 
stethoscope  of  the  fingers", 
Sensor  Pad  (£12.99)  is  said 
to  enhance  the  sense  of 
touch  and  improve 
definition  of  small  objects.  It 
is  a  lOin  diameter 
polyurethane  pad  filled  with 
a  small  amount  of  medical 
grade  silicon  lubricant. 
When  placed  over  a  human 


hair,  for  example,  the  device 
makes  the  hair  feel  like  a 
small  wire  because  other 
stimuli  such  as  heat  and 
texture  are  eliminated. 

Imported  from  the  USA, 
where  it  was  a  finalist  in  the 
Invention  of  the  Year 
Awards,  the  Sensor  Pad  will 
be  available  from  early 
October  through  AAH 
Pharmaceuticals  Ltd  or  John 
Bell  &  Croyden  or  direct 
from  the  UK  sole  agent, 
Techmeda  UK.  Tel:  0293 
548958. 


Get  a  free  tape  from 
Wella  for  two  purchases 


Wella  have  linked  with  TDK 
in  a  consumer  promotion  for 
Shockwaves. 

With  any  two  purchases 
from  the  range,  consumers 
can  send  for  a  free  TDK 
AR90  cassette.  To  receive 
the  tape,  consumers  need  to 


pick  up  one  of  the 
promotional  leaflets  at  point 
of  sale,  fill  in  the  bar  codes 
of  the  purchases  and  send  it 
off,  with  proof  of  purchase. 
The  offer  runs  until  March 
31  1992.  Wella  Great 
Britain.  Tel:  0256  20202. 


been  modernised,  now  with 
flip  top  caps. 

To  support  the  relaunch 
there  is  new  point  of  sale 
material,  50ml  trial  sizes  of 
the  new  Wash  &  Care  Plus, 
consumer  leaflets  and 
money  off  coupons. 
Advertising  will  follow  later 
in  the  year,  say  Wella.  Wella 
Great  Britain.  Tel:  0256 
20202. 


Let  them 
eat  Pizza 
say  Kodak 

Kodak  are  continuing  to 
appeal  to  the  nation's 
photographers  through  their 
stomachs.  Until  March  31 
1992,  purchasers  of  Kodak 
Cold  film  will  be  rewarded 
by  an  "absolutely  free"  pizza 
from  any  of  over  200  Pizza 
Hut  restaurants. 

While  this  is  a  repeat  of 
an  offer  made  last  Autumn, 
the  difference  is  that 
consumers  this  year  can  opt 
to  take  away  their  free  pizza 
and  eat  it  elsewhere,  as  an 
alternative  to  eating  in  the 
restaurant.  However,  they 
cannot  have  their  pizza(s) 
delivered.  The  offer  applies 
to  the  full  range  of  small  set 
Pizza  Hut  pizzas. 

This  year  a  new 
merchandiser  has  been 
developed  by  Kodak 
specifically  for  the  pharmacy 
market.  The  merchandiser  is 
said  to  occupy  minimal 
counter  space  yet  display  the 
full  Kodak  film  range. 

A  parallel  offer  is  being 
run  on  Kodak  Xtralife 
batteries.  Consumers  simply 
have  to  buy  two  promotional 
packs  of  Kodak  Xtralife 
batteries  to  claim  their 
pizza.  Kodak  Ltd.  Tel: 
0442  61122. 


Rinstead  change 

Rinstead  pastilles  22s  are 
currently  being  phased  out 
and  replaced  by  a  24s  pack 
(rsp  £1 .69)  and  the  range  is 
being  extended  with  a  48 
pastilles  pack  (rsp  £2.99),  for 
"heavy  users",  on  October  14. 
The  second  burst  of  the 
£750,000  national  Press 
advertising  campaign  has  just 
started  and  runs  throughout 
the  rest  of  the  year.  Schering- 
Plough  Consumer  Health. 
Tel:  0638  716321. 

Pearl  Drops 

Carter-Wallace  are  advertising 
Pearl  Drops  on  television 
during  October  and 
November.  The  £250,000 
campaign  will  reach  40  per 
cent  of  homes  in  the  Central, 
Granada,  Yorkshire  and  Tyne 
Tees  regions,  says  the 
companv.  Carter-Wallace 
Ltd.  Tel:  0303  850661. 

Brush  offer 

Addis  are  offering  a  special 
promotion  on  their  Culmark 
shaving  brushes  for  the 
Christmas  season.  A  pack  of 
30  brushes  from  the  range 
entitles  pharmacists  to  seven 
free  brushes.  Addis.  Tel: 
0992  584221. 

Direct  delivery 

From  October  4  Unichem  are 
supplying  pharmacists  direct 
with  18  surgical  hosiery  lines 
from  local  depots.  They  will 
also  be  available  via  the  twice 
daily  delivery  service. 
Unichem.  Tel:  081-391 
2323. 


Free  Porsche! 

Max  Factor  are  offering  a 
remote  controlled  black 
Porsche  91 1  Turbo  free  with 
purchases  of  Boss  No  1  eau  de 
toilette  (splash:  £34;  spray: 
£36).  The  promotion  runs 
from  now  until  Christmas,  or 
while  stocks  last.  Max  Factor 
Ltd.  Tel:  0202  524141. 

Fuji  in  Cornwall 

Fuji  Film  and  BBC  Radio 
Cornwall  have  joined  forces  to 
promote  a  transparency 
competition  to  compile  a  1993 
calender  featuring  the  county. 
Each  monthly  winner  receives 

10  rolls  of  Fujichrome,  and  an 
overall  winner  will  get  a 
GS645S  camera.  The 
competition  closes  next 
March.  Fuji  Photo  Film  Ltd. 
Tel:  071-586  5900. 

Beta-carotene 

Henkel  Ireland  have  launched 
natural  source  beta  carotene 
—  Betanene  —  for  use  as  a 
nutritional  supplement  and  for 
cosmetic  application.  The 
product  is  being  offered  in 
bulk  as  a  suspension  of  beta- 
carotene  crystals  in  vegetable 

011  in  containers  of  45,  55  and 
180kg.  Henkel  Ireland  Ltd. 
Tel:  021-354277. 

Even  softer. . . 

Macdonald  &  Taylor  have 
improved  their  Simply  Gentle 
cotton  wool  range.  The  new 
formulation  is  70  per  cent 
cotton,  30  per  cent  viscose 
and  highlighted  with  a  tag  on- 
pack.  Macdonald  &  Taylor. 
Tel:  061-627  3848. 


Lollipop  ladies  award 


Seven  Seas  Health  Care  are 
sponsoring  an  award  for  the 
UK's  lollipop  ladies. 

The  award  invites  27,000 
primary  schools  to  nominate 
their  own  lollipop  lady  (or 
man)  by  submitting  a  form 
or  school  project  detailing 
why  he  or  she  deserves  to 


win.  There  is  a  prize  of 
£3,600. 

Each  school  will  receive 
a  free  road  safety  poster 
featuring  the  Mighty 
Minadex  character  and 
reflective  stickers  for  pupils. 
Seven  Seas  Health  Care. 
Tel:  0482  75234. 
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Beauty  International  have  extended  their  Coty  range  to 
include  luxury  foaming  bath  essences.  They  come  in  four 
fragrances  —  L'Aimant;  Tianda,  a  floral:  Fatale,  an  oriental; 
Wild  Musk,  an  exotic  fragrance.  They  retail  at  £2.99  each 
(300ml)  but  for  the  introductory  period  will  be  available  at 
£2.59.  Beauty  International.  Tel:  0491  33333 


Prisma  Braun  cameras 


Prisma  (Europe)  are 
importing  camera  outfits 
from  Germany.  The  three 
Braun  camera  outfits  come 
complete  with  compact 
camera,  a  12  exposure 
colour  film,  two  alkaline 
batteries  and  a  pouch  case. 

Top  of  the  range  is  the 
Braun  Bravo  M-AF, 
featuring  automatic  winding, 
m'otorised  wind-on,  auto 
focus  and  built-in  electronic 
flash.  Other  features  include 
a  film  information  window 


and  frame  counter.  It  retails 
at  £39.99. 

The  Bravo  M  also  has 
motorised  wind-on,  plus  a 
built-in  electronic  flash  and 
a  film  information  window. 
This  model  is  expected  to 
retail  at  £29.99. 

At  the  most  inexpensive 
end  of  the  range,  the  Braun 
Bravo  features  the  built-in 
flash,  thumb  wheel  wind-on 
and  frame  centre.  This  outfit 
retails  at  £19.99.  Prisma 
(Europe)  021-515  2267. 


Duracell 
photo 
focus  pack 

Duracell  are  focussing  on 
the  photographic  market 

Agfa 
shades 

Agfa  are  offering  a  new 
liquid  concentrate,  designed 
for  developing  the 
company's  multici  mtrast 
High  Speed  paper,  which 
can  also  be  used  for  other 
variable  fixed  contrast  and 
black  and  white  papers,  says 
the  company. 

Agfa  say  it  is  suitable  for 
use  in  automatic  systems  as 
well  as  trays,  both  as  a  tank 
solution  and  as  a  replenisher 
—  no  starter  is  necessary. 

A  feature  of  the  chemical 
is  that  it  requires  a  relatively 
low  processing  temperature, 
which  means  that  it  is  rapidly 
ready  for  operation  —  and  in 
the  long  term  this  could 
represent  a  considerable 
energy  saving. 

The  company  says  that 
their  Multicontrast 
developer  optimises  the 
properties  of  all  variable 
contrast  and  graded  black 
and  white  papers.  Agfa- 
Cevaert.  Tel:  081-560 
2131. 


with  a  custom  designed 
photo  display  pack. 

The  55  by  34cm  unit 
displays  the  company's  six- 
strong  lithium  range,  plus 
the  D375H  silver  oxide  cell 
and  theMN1500and 
MN2400  alkaline  batteries. 
These  meet  most 
photographic  applications, 
say  Duracell. 

A  reference 
photographic  battery  guide 
is  fixed  to  the  base  of  the 
unit  for  customers  to  check 


which  battery  they  require. 

The  company  is  also 
providing  a  battery  tester 
with  the  two  alkaline 
batteries  —  to  test,  the 
battery  is  simply  placed  in 
the  tester  compartment  of 
the  packaging  which  is  then 
squeezed  top  and  bottom. 
After  10  to  15  seconds  the 
strip  lights  up,  indicating 
how  much  power  is  left  and 
whether  or  not  the  battery  is 
fiat.  Duracell.  Tel:  0293 
517527. 


Oral-B  are  giving  a  new  look  to  their  Bugs  Bunny  and 
Friends  children's  toothbrush  and  toothpaste  range,  with 
new  packaging  and  characters  —  two  new  ones  are 
Roadrunner  and  Wile  E.  Coyote.  The  company  is  also 
running  a  £1  cash  back  promotion  on  selected  products, 
including  the  Bugs  Bunny  range,  available  to  the  trade  until 
the  end  of  December.  Consumers  can  claim  the  cash  refund 
by  sending  three  proofs  of  purchase.  Oral  B  Laboratories. 
Tel:  0296  432601 
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IMPORTANT  NOTICE  TO  ALL  PHARMACISTS 


Oxybutynin  Hydrochloride  Tablets 

We  would  like  to  draw  to  the  attention  of  all  members  of  the  Pharmacy  profession  the 
legal  position  regarding  the  dispensing  of  tablets  of  oxybutynin  hydrochloride. 

There  is  only  one  brand  of  oxybutynin  hydrochloride  that  has  been  granted  a  Product 
Licence  by  the  Licensing  Authority  in  the  United  Kingdom: 


DITROPAN  TABLETS  2.5  and  5  mg 
P.L  Nos.  0033/0124,  0125 

These  are  only  available  (via  the  normal  distribution  channels)  from  Smith  and  Nephew 
Pharmaceuticals  Ltd.  No  other  source  of  oxybutynin  is  licensed  for  supply  in  this  country. 

All  pharmacists  should  be  aware  of  the  provisions  of  the  Medicines  Act  1968.  The  supply  of 
unlicensed  medicinal  products  contrary  to  the  provisions  of  the  Act  is  illegal. 


Smith  &  Nephew  Pharmaceuticals  Limited 
Bampton  Road,  Harold  Hill,  Romford,  Essex  RM3  85L 

Telephone:  04023  49333  Fax:  04023  71316 
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Link  Scripts 
goes  IBM 
compatible 


Wembley  attracts 
record  turnout  for 
Chemex  '91 


The  new  Wembley  venue  for 
Chemex  '91  attracted  a  record 
number  of  visitors  to  the  show  last 
weekend. 

Estimated  figures  for  the  first 
day  of  the  show  almost  totalled  last 
year's  entire  attendance,  report 
organisers  MGB  Exhibitions.  Over 
4,(100  visitors  were  recorded  for  the 
Sunday  and  another  1,300  by 
midday  on  the  Monday. 

"The  move  to  Wembley  has 
been  justified  by  the  record  number 
of  visitors  this  year.  Bookings  for 
next  year  reflect  exhibitors' 
delight,"  says  MGB  group 
exhibition  director  Peter. lakeman. 

Chemex  '92  remains  at 
Wembley  and  will  he  held  on 
Sunday  and  Monday,  September 
13-14,  1992.  Over  three  quarters  of 
the  stands  available  for  next  year's 
show  have  been  booked  already, 
claim  MGB. 

Chemex  yet  again  proved  to  be 
a  popular  family  event.  Additional 
facilities  still  under  construction  at 
the  venue  will  be  used  next  year  to 
provide  improved  creche  and 
supervised  play  areas.  The 
increased  floor  space  greatly 
enhanced  the  general  business 
environment.  This,  combined  with 
improved  access,  led  to  positive 
comments  from  exhibitors. 

Chemex  continues  to  attract 
major  first  time  exhibitors.  Procter 
&  Gamble  made  a  big  impression 
this  year.  "We  do  a  lot  of  business 
with  the  pharmacy  trade,  and  now 
that  we  have  the  P&G  male  toiletries 
range  (following  the  take  over  of 

The  John  Richardson  Computers 
stand,  with  its  impressive  canopies, 
provided  visitors  with  their  first 
view  of  Chemex  '9 1 


Exhibition  manager  Maurice  Hoare 
monitoring  the  registration  desk 


Shulton),  we  thought  now  was  the 
right  time  to  attend  Chemex,"  said 
Pollyanna  Fuller,  the  company's 
national  accounts  manager  for 
pharmacy  sales. 

Robinson  Healthcare  decided  t<  i 
come  to  Chemex  for  the  first  time  as 
part  of  their  new  marketing  strategy. 

The  move  was  one  element  of  a 
five  year  business  plan  drawn  up  by 
managing  director  Andrew  Lauder 
with  the  aim  of  establishing  the 
company  as  one  of  the  UK's  leading 
healthcare  suppliers.  Today,  less 
than  two  years  on,  turnover  is 
approaching  £70  million  and  "the 
marketing  revolution  at  Robinson  is 


well  under  way"  it  is  claimed. 

The  company's  product  range 
has  been  rationalised  to  reflect  the 
way  its  business  is  segmented  —  55 
per  cent  retail,  30  per  cent  medical 
and  15  per  cent  industrial  clients. 

A  last  minute  exhibitor.  Addis 
were  another  first  timer.  The 
company's  main  purpose  was  to 
launch  the  Optico  sunglasses  range 
to  the  pharmacy  trade. 

The  Milupa  bear  was  also  much 
in  evidence  for  the  first  time, 
offering  special  deals  on  the 
company's  range  of  baby  meals  and 
infant  drink  lines. 

Adding  that  professional  touch 
was  the  presence  of  various  Council 
members  from  the  Royal 
Pharmaceutical  Society.  Gordon 
Appelbe,  Alan  Nathan,  Peter 
Curphey,  Nick  Wood  and  Jane 
Nicholson  were  among  those 
manning  their  stand. 

Wellcome's  regional  sales 
manager  David  Head  says  Sunday 
was  the  "best-ever"  Chemex  first 
day.  "We  sold  three  month's  worth 
of  Actifed  Cough  Relief  in  day!" 


AAH  Pharmaceuticals'  Link 
Pharmacy  Systems  are  introducing 
three  additions  to  their  computing 
portfolio. 

Previewed  at  Chemex  was  the 
"second  generation"  Interlink  drug 
interaction  programme  which 
incorporates  several  new  features, 
including  a  colour  facility. 

Another  Chemex  first  was  the 
announcement  that  the  Link 
Scripts  software  package  is  now 
available  to  all  community 
pharmacists  with  IBM  compatible 
systems.  This  latest  initiative  follows 
increased  demand  for  the  Link 
software  from  pharmacists  already 
running  computerised  order  entry 
and  labelling  operations  on  their 
own  hardware. 

A  new  patient  information 
leaflet  generator  was  also  on 
display,  a  product  of  Link  Pharmacy 
Systems'  association  with 
pharmaceutical  software  specialists 
Exeter  Database  Systems.  It  enables 
pharmacists  to  supply  customers 
with  detailed  information  on 
dosage,  "tell-tale"  signs  of  potential 
interactions  and  dietary 
recommendations  related  to  the 
medicines  they  are  being 
prescribed.  The  information  leaflets 
are  generated  on  a  laser  printer  as 
the  prescription  is  being  prepared. 


Harley  Davidson  on  the  scent 


One  of  the  more  eye-catching 
stands  at  Chemex  '91  featured  a 
Harley  Davidson  motorbike  —  but 
not  just  as  a  come-on,  for  the  new 
Harley  Davidson  Fragrance  for  men 
has  reached  these  shores  only  in  the 
past  four  weeks. 

The  fragrance  line  is 
manufactured  in  Italy  under  licence, 
and  because  this  has  taken  time  to 
come  through  the  company  admit 
they  are  presenting  the  product  to 
the  trade  a  little  late  for  Christmas. 
In  spite  of  this  they  are  still  finding 


a  lot  of  interest. 

Curiously  for  Chemex 
exhibitors,  Harley  Davidson 
Fragrance  say  they  don't  want  to  sell 
into  too  many  pharmacies  in  the 
first  instance,  though  apparently 
over  100  outlets  have  already  placed 
orders.  Apparently  universal 
availability  through  pharmacy 
would  not  tie  in  with  promotional 
plans  for  the  product.  "We  want  to 
select  pharmacies  we  would  like  to 
market  the  product  through,"  C&D 
was  told. 
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PAIN  RELIEF 
WITHOUT  PILLS 

The  power  of  ibuprofen  -  one  of  today's  most  effective 
painkillers  -  is  now  available  for  the  first  time  without  prescription 
in  a  rapidly  absorbed,  penetrating  gel. 
Heavyweight  National  press  campaign  now  running. 


IBULEVE 


IBUPROFEN  GEL 

FOR  THE  RELIEF  OF  BACKACHE,  RHEUMATIC  AND 
MUSCULAR  PAIN,  SPRAINS  AND  STRAINS 

Apply  directly  to  the  point  of  pain 


FOR  THE  RELIEF  OF  BACKACHE,  RHEUMATIC 
MUSCULAR  PAIN,  SPRAINS  AND  STRAINS 

DISTRIBUTED  BY  DDD/DENDRON  LTD.  WATFORD,  HERTS.  WDl 


led i phase  tests 
the  pharmacist 


Pharmacists  who  took  a  look  at  the 
Pharmacy  Systems'  (PSL) 
Mediphase  system  on  the 
Medicopharma  UK  stands  were  put 
through  their  paces  witli  a  15-item 
spot  test  on  endorsing 
prescriptions. 

"We  gave  people  the  most  15 


common  endorsements  to  do,  then 
putting  them  through  the 
Mediphase  system,"  Pharmacy 
System's  chairman  Nick  Stedman 
told  C&D.  "They've  usually  lost  so 
much  money  by  item  five  they  don't 
want  to  go  any  further!"  It  was  a 
graphic  way  of  illustrating  the 


potential  savings. 

Pam  Davison,  the  deputy 
administrator  and  superintendent 
of  the  National  Prescription 
Research  Centre,  seemed 
impressed  with  the  system  when  she 
spoke  to  C&D:  "I  believe  it  is  a  very 
important  system.  It  takes  all  the 
hassle  out  of  making  an 
endorsement.  Anything  that  helps 
has  got  to  be  good!  Correct 
endorsement  is  a  big  problem  for 
pharmacists." 

The  Mediphase  system  covers 
labelling,  patient  medication 
records,  drug  interactions,  and 
endorsement-led  re-ordering. 

"Endorsement  led  re-ordering  is 
the  foundation  of  pharmacy  EPoS, 
therefore  retailers  should  not 
commit  themselves  to  other 
currently  available  systems," 
maintains  Dave  Porter,  operations 
director  of  PSL. 


Erudition 
finds  a  place 

A  busy  commercial  trade  show  is 
not  the  place  you  might  expect  to 
find  an  erudite  organisation  like  the 
College  of  Pharmacy  Practice.  But 
it  is  the  blend  of  professionalism  and 
retailing  that  makes  community 
pharmacy  unique. 

The  CPP's  recruitment  and 
publicity  committee  made  the 
decision  to  be  at  Chemex,  with 
some  reservations  about  whether  it 
was  the  right  venue.  But  governor 
Miall  James  reported  a  great  deal  of 
interest  on  Sunday. 

"I've  certainly  been  impressed 
by  the  quality  of  applicants,"  he 
said,  hut  added  he  was  reserving 
judgement  until  he  saw  how  many 
turned  into  members. 


PSL  chairman  Nick  Stedman  testing  endorsement  skills 


M&S  look  South  for 


expansion 


With  toiletries  one  of  the  big  themes 
at  this  year's  Chemex,  M&S 
Toiletries  seem  to  have  picked  the 
right  time  to  make  themselves 
better  known  nationally.  Regular 
exhibitors  at  Scotchem,  this  was 
their  first  time  at  Chemex. 

The  Edinburgh-based  toiletries 
wholesaler  already  have  some  60 
customers  in  London  —  they  run 
their  own  transport  fleet  —  and  are 
well  represented  in  Sheffield  and 


Manchester.  However,  they  see 
greater  potential  to  expand.  "Our 
philosophy  is  to  operate  as 
wholesale  distributors  providing  a 
wide  range  of  toiletries  at 
competitive  prices,"  sales  manager 
Larry  McPake  told  C&D. 

In  the  future  M&S  are  hoping  to 
establish  permanent  representation 
in  London.  "Chemex  is  the  ideal 
venue  to  start  becoming  more 
widely  known,"  said  Mr  McPake. 


PRESCRIBING  INFORMATION 
Presentation:  White,  scored  tablets  containing  1  tag  and  20mg 
temazeparit 

Indications;  Short  term  treatment  of  insomnia  (up  to  4  weeks). 
Dosage:  Adults:  10-30rng  half  an  hour  before  retiring.  In  all  cases 
the  fewest  effective  dose  should  be  used.  The  dose  may  be 
increased  to  40  or  60mg  in  patients  who  do  not  respond  to  the  lower 
dose  because  of  severe  or  persistent  insomnia.  Treatment  should 
be  withdrawn  gradually.  Elderly:  Elderly  patients  or  those  suffering 
from  cerebral  vascular  changes  such  as  arteriosclerosis  are  likely  to 
respond  to  smaller  doses,  possibly  half  the  normal  adult  dose. 
Children-  Not  recommended. 

Contra-indtcations:  Sensitivity  to  benzodiazepines,  acute 
pulmonary  insufficiency.  Use  during  pregnancy  and  lactation  only  if 
compelling  reasons. 

Precautions:  Concomitant  administration  with  alcohol  or  CNS 
depressants  may  accentuate  effects.  Use  with  caution  in  chronic 
pulmonary,  renal  or  hepatic  disease.  Prolonged  or  excessive  use 
may  lead  to  dependence  and  withdrawal  symptoms  on  cessation  of 
therapy.  Patients  should  be  cautioned  against  driving  or  operating 
machinery  until  it  is  established  that  they  do  not  become  drowsy  or 
dizzy.  Rarely  amnesia,  paradoxical  aggressive  reactions, 
depression  and  suicidal  tendencies  have  been  reported 
Side-effects:  Drowsiness  or  dizziness  on  waking  is  rare.  Morning 
headaches,  transient  rashes  and  gastro  intestinal  disturbances 
have  occasionally  been  reported. 
Legal  Category:  POM,  CD  (Sch  4). 
Packs  and  Basic  NHS  Cost:  lOmg  x  500  •  £12.06; 
20mg  x  250  -  £10.52. 

Product  Licence  Numbers:  10mg  -  PL  0530/0255; 
20mg  PL  0530/0250. 

Further  Information  is  available  on  request. 

Norton  Healthcare  Limited, 
CoiSharbourPoad  Harlow  Essex  CM195TT 


Why   are   we  pus 


CALL  100  AND  ASK  FOR  FRE 

for  details  on  our 


Jeff  Gresswell,  a  pharmacist  and 
driver  of  the  Mavala-sponsored 
Formula  Ford  2000  car,  tries  Flida 
Cibbs'  "virtual  reality"  hang- 
eliding  experience  promoting  the 
Hero  male  fragrance 


Need  help 
with  money? 

The  Pharmacy  Insurance  Agency 
may  not  yet  he  a  familiar  name  to 
community  pharmacists,  hut  it  is 
anxious  to  become  one.  IMA  deals 
only  with  pharmacists  and  offers 
specialist  services  ranging  from 
business  loans  to  professional 
indemnity  insurance  for  locums. 

Managing  director  lain  Ford 
says  one  of  his  aims  is  to  put 
financial  services  to  pharmacists  on 
a  par  with  those  available  to  the 
medical  profession. 

Sharing  the  same  stand  was 
Provincial  Pharmacy  Services.  PPS 
has  broadened  its  operations  in 
recent  months  from  being  purely  a 
locum  agency  to  offering  a 
permanent  recruitment  service  and 
a  business  transfer  operation.  With 
a  large  pool  of  locums  interested  in 
purchasing  pharmacies  on  their 
books,  PPS  reckon  to  provide  a 
highly  targeted  service. 


Up  yours... 

"Do  you  tell  your  cust<  >mers  what  t<  > 
do  with  their  suppositories?"  was 
the  lighthearted  message  Stone 
Crest  Printing  were  using  to 
promote  their  pharmacy  printing 
service. 

The  business,  which  provides  a 
leaflet  printing  service  for 
pharmacists  wanting  to  provide 


advice  to  their  customers,  has  only 
been  in  operation  a  month,  "hut  we 
have  had  a  lot  of  interest,  as  much 
from  hospitals  as  from  retailers," 
says  proprietor  Michael  Pagan. 

Mr  Fagan  maintains  that  some 
patient  information  leaflets  can 
wi  >rry  the  patient,  whereas  the  m<  ire 
positive  approach  of  his  leaflets  is 
helpful  to  them.  "It  is  also  a  subtle 
form  of  advertising  lor  the 
pharmacist  as  it  carries  his  name 
and  telephone  number,"  he  says. 

The  standard  leaflets,  which 
cost  from  £12.50  lor  250,  include 
advice  for  eye  drops,  nasal  drops 
and  suppositories. 


Fragrance 
shortage? 

Retailers  face  a  stock  shortage  of 
perfumery  lines  in  the  run  up  to 
Christmas,  predicts  Dorothy 
Bradley  of  the  DPL  Group. 

Buying  took  off  about  lout- 
weeks  ago.  she  said,  and  is  likely  to 
outstrip  supply  in  the  near  future  as 
manufacturers  have  scaled  down 
production  ot  luxury  lines  in  the 
face  of  the  recession  —  Coty,  for 
example,  have  cut  production  by  a 
third.  Pharmacists  who  do  not  have 
an  agency  agreement  could  be 
searching  f<  >r  stock.  "I  am  struggling 
to  find  lines,"  said  Ms  Bradley.  How- 
ever, since  DPP  is  well  connected 
with  foreign  sources  of  supply 
through  the  parallel  import  trade, 
she  is  better  placed  than  some. 


RPSGB  Council  member  Gordon 
Appelbe  on  the  Chemist  £  Druggist 
stand  catching  up  with  the  latest 
news,  while  in  the  background 
C&D  Price  Fist  controller  Colin 
Simpson  deals  with  an  inquiry 


ng  temazepam  to  GP's? 


NORTON  HEALTHCARE 

tablet  promotion 


Because  we'd  rather  see  temazepam  pushed  in  the  surgery 
than  on  the  streets,  that's  why. 

As  you  will  be  aware,  temazepam  capsules  are  open  to  abuse  by 

extraction  and  then  injection  of  the  active  ingredients. 
However,  with  temazepam  tablets  from  Norton,  the  risk  is  greatly 
reduced  as  abusers  will  find  extraction  much  more  difficult. 
In  an  attempt  to  reduce  the  abuse  of  temazepam,  we  are  promoting 
our  tablets  to  inner  city  GPs  with  our 
'Hard  to  push  but  easy  to  prescribe'  campaign. 
Within  the  campaign  are  press  advertisements  and  an  unusual 
mailing  item  -  so  we're  sure  that  they're  going 
to  get  the  message  - 
'To  help  reduce  abuse,  write  Temazepam  tabs' 
And  our  message  to  pharmacists  is  equally  simple.  Please 
encourage  your  GPs  to  prescribe  tablets  ;  because  the  fewer 
temazepam  caps  on  your  shelves,  the  lower  the  risk  of  abuse. 
Norton  Healthcare  Temazepam  tablets  (lOmg  and  20mg) 
are  available  now  at  all  the  usual  wholesalers,  so  you  can  obtain 
them  in  exactly  the  same  way  as  capsules. 
Temazepam  tablets  from  Norton  Healthcare. 
Because  you  should  be  the  only  one  who  pushes  temazepam. 


Health 


Checkout  with  Hadley  Hutt 


Hadley  Hutt  Computing's  latest 
venture  into  the  increasingly 
competitive  EPoS  market  was 
launched  at  Chemex.  The 
Checkout,  developed  by  New 
Zealand  pharmacist  Harvey  Lucky, 
claims  to  combine  easy-to-use  sales 
facilities  with  stock  control, 
management,  analysis  and  reports. 
The  system  is  already  operating 


Sounding  out 
on  D&P 

Colorama,  at  only  their  second 
Chemex,  were  promoting  their 
plans  to  open  up  a  second 
photoprocessing  laboratory  in 
Manchester. 

"It  is  only  a  strategic  aim  at 
present,"  managing  director  Ernie 
C.ilhurd  cautiously  told  C&D,  "hut 
we  are  hoping  to  be  able  to  have  it 
up  and  running  for  next  Spring.  We 
just  don't  think  it  is  healthy  for 
independent  pharmacies  to  have  a 
choice  of  only  two  D&P  services  in 
many  parts  of  the  country." 

To  get  the  message  across, 
Colorama  had  a  butterfly  theme  on 
their  stand,  showing  as  pinned 
specimens  the  D&P  companies 
which  have  been  "killed  off  over 
the  past  few  years.  At  national  level 
this  has  left  just  Kodak  and 
Colourcare. 

For  sales  manager  Ajay  Patel, 
success  will  be  getting  a  national 
retailer  as  a  customer.  With  this  in 
mind,  the  company  wants  to  get 
over  what  it  regards  as  the  false 
perception  of  Colorama  as  a  small, 
local  outfit.  Currently  the  company 
has  45  vehicles  based  at  its  London 
laboratory  plus  a  depot  and  a 
further  five  vehicles  in  Birmingham. 

Usually,  Colorama  combine 
their  delivery  service  with  a  range  of 
generics  and  parallel  imports.  "We 
are  going  into  perfumes  for 
Christmas,"  said  Muk  Patel,  who  is 
in  charge  of  the  pharmaceuticals 
operation.  The  price  list  is  to  be 
published  on  October  10. 


in  Australasia  and  other  foreign 
countries  but  Hadley  Hutt  have  the 
marketing  rights  for  the  UK. 

The  system  takes  the  C&D 
database  and  weekly  updates,  and 
it's  stock  management  is  one  of  the 
features  being  strongly  promoted  by 
Hadley  Hutt.  "Stock  level 
reductions  in  the  order  of  20  to  30 
per  cent  without  loss  of  sales  are 


possible,"  C&D  was  told. 

To  back  this  up  the  company  is 
offering  an  on-site  set-Lip  service. 
"We  can  go  into  your  pharmacy  and 
get  your  stock  files  sorted  out,"  said 
a  spokesman.  "By  the  time  we  leave 
you  will  have  a  system  producing 
meaningful  information  from  the 
start."  In  its  most  basic  form,  the 
system  can  he  run  on  a  pc  at  £2,995. 


Pharmacists  Michael  Shaw,  of  E<SH  Lewy  Ltd,  was  displaying  his  selection 
of  reproduction  Florentine  drug  jars.  Michael  was  one  of  the  characters  at 
Chemex  this  year.  He  gave  up  retail  pharmacy  20  years  ago  for  an 
uncertain  future,  and  ended  up  running  a  husiness  importing  lamps.  On  a 
huying  trip  to  Florence  he  came  across  a  line  in  drug  jars  and  hasn't  looked 
hack!  You  can't  get  away  from  the  profession  that  easily.  Prices  range  from 
C70  to  £'450,  and  Michael  can  fill  you  in  on  the  history  of  each  piece 


Fairscan  launch  new  EPoS 


Fairscan  launched  new  EPoS 
system  at  Chemex,  the  first  the 
company  has  put  together  for  itself. 
The  hardware  is  modular  in  design, 
with  the  Intel  8386  chip  at  its  heart. 

Colin  Bell  of  Fairscan  says:  "The 
combination  of  a  9in  screen  and 
separate  small  cash  draw  and 
keyboard  means  the  counter 
assistant  doesn't  have  a  huge  device 
to  peer  around  to  see  the 
customer".  Fairscan  say  their  EPoS 
till  has  the  smallest  footprint  on  the 
market. 

The  system  is  also  said  to  he 


Special  offers  on  the  NPA  stand...  group  accountant  George  Raven  (left), 
Mary  Allen  from  the  information  department,  and  John  Goulding,  business 
services  manager 


faster  than  you  would  normally  find 
in  a  pharmacy,  thanks  to  the  838(1 
processor  technology. 

A  new  version  of  software  is  also 
being  introduced,  based  on  fourth 
generation  programming  language, 
which  means  additional  on-screen 
facilities,  says  Mr  Bell.  "For 
instance,  we  will  be  showing  colour 
on-screen  for  the  first  time  now." 

Most  existing  Fairscan  EPoS 
users  will  be  ahle  to  update  to  the 
new  software  which  comes  in  a 
variety  of  forms,  depending  on  the 
scale  and  type  of  business  involved. 
It  will  cost  upwards  of  £5,000. 

Food  for 
thought 

If  exhibitions  are  all  about  targeting 
the  visitors,  pharmacists  can  smile 
quietly  to  themselves  that  one  of  the 
loyalist  exhibitors  at  Chemex  over 
the  years  has  been  the  Encyclopedia 
Brittanica. 

"Chemex  is  a  good  venue  for 
us,"  they  told  C&D.  "<  >n  average  we 
do  around  £25,000  worth  of 
business  at  the  show,  and  maybe 
another  £10, 000  or  so  in  follow-up 
calls." 

Apparently  any  kind  of 
professionals  are  good  lor  the 
Encyclopedia:  "They've  got  the 
interest  in  education  and  the 
money". 


Venalink 
look  for 
compliance 

Venalink  are  launching  a  disposable- 
compliance  pack  which  holds  seven 
days  supply  of  tablets  or  capsules 
and  is  aimed  particularly  at  elderly 
people  who  administer  their  own 
medicines  at  home. 

The  pharmacist  fills  the  blister 
pack  with  the  medicines  according 
to  a  four  times  a  day  schedule,  then 
seals  it  with  a  small  heat  sealer. 
Directions  printed  on  the  card 
indicate  which  medication  the 
patient  must  take  at  breakfast, 
lunch,  supper  and  bedtime  and  on 
which  day  of  the  week. 

The  compliance  cards  come  in 
packs  ot  ].()()()  for  just  under  20p 
each.  The  cards  are  also 
incorporated  in  the  Venalink 
Control  Box,  which  enables 
pharmacists  to  provide  a  monitored 
dosage  service  to  nursing  and 
residential  homes  as  well  as  to 
patients  in  the  community  (£449 
plus  VAT). 

"This  is  the  first  opportunity 
that  pharmacists  have  had  to  buy 
one  pack  that  contains  enough 
equipment  to  get  them  started  in 
both  areas,"  says  Venalink's 
managing  director,  John  Kitchen. 


Prickly  offer 

Ames  were  giving  information  on 
a  special  offer  which  is  to  run  from 
November  1  to  January  31,  1992. 
During  this  period  every 
Glucometer  GX  will  include  a  free 
Glucolet  finger-pricking  device 
which  retails  at  £8.50. 

Suck  it  and  see 

Briloy  Confectionery  were 
showing  three  new  sugar-free 
lollipops  in  mint,  barley-sugar  and 
fruit  assortment,  sweetened  with 
Isomalt  and  containing 
multivitamins.  Promotional  jars  of 
the  lollipops  were  available  as  free 
samples  for  customers. 

Cosmetics  advice 

Dennis  Avis  Wholesale,  who 
exhibited  at  Chemex  for  the  first 
time,  are  aiming  to  extend  their 
distribution  network  to 
pharmacies.  Their  main  business  is 
in  wholesaling  cut  price  cosmetics 
and  perfumes  and  they  specialise 
in  giving  advice  to  retailers  who 
have  never  sold  these  items 
before.  The  company  offer  a 
complete  starter  pack  for  £150 
including  VAT  and  carriage. 

Brita  for  water 

Brita  (UK)  are  celebrating  their 
25th  anniversary  with  the 
introduction  of  two  "state  of  the 
art"  water  filters  in  a  combination 
of  stainless  steel  and  glass.  At  £59 
for  Edition  2  and  £69  for  Edition  5 
these  are  very  much  deluxe 
models.  Brita  are  also  running  a 
window-dressing  competition, 
with  their  reps  photographing 
window  displays  of  the  water 
filter  jug.  A  TV  advertising 
campaign  is  planned  to  start  on 
November  4  in  the  TVS  area. 
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MORE 


ads  than  ever  before  -  all  in  full  colour  In 
Woman  s  Own,  Family  Circle,  Essentials, 
Prima,  etc,  -  giving 

MORE 

coverage  than  ever  before  -  77%  of  all 
young  mums  will  have  the  opportunity  to 
see  a  Medised  ad  not  just  once  but  at 
least  seven  times,  which  means 


support  for  you,  more  reason  to 
display  Medised  point  of  sale 
material  on  your  counters,  shelves 
and  in  your  windows.  More  profits 
when  you 

ORDER  MORE 
MEDISED 

-  because,  Panpharma  also  supports 
you  with  very  rewarding  bonuses. 
Contact  your  Panpharma  representative 
or  phone  01  561  8774  now! 
Need  we  say  more? 


panpharma 


Panpharma  Limited 
Hayes,  Middlesex,  UB4  OJN 


Medised 


So< 


Medised 

Soothing  pain  relief 

Gently  reduces  temperature; 
relieves  toothache,  headache, 
sore  throat,  feverish  colds  &  flu. 


FOR  CHILDREN  3  MONTHS-12  YEARS 


ADVERTISEMENT  FEATURE 


Asilone  —  bottlin 


Already  showing  growth  at  five 
times  the  market  rate,  Asilone's 
strategy  is  destined  to  make  the 
brand  the  premier  indigestion 
remedy  in  a  market  with  an 
annual  turnover  of  £47 
million. 

From  now  on,  Asilone  Liquid 
will  be  available  in  a  redesigned 
bottle  in  a  single  200ml  size.  It 
will  be  complemented  by 
Asilone  Tablets,  the  pack  size  of 
which  is  reduced  from  30s  to 
24s. 

Such  changes  are  seen  by 
Crookes  as  a  logical  transition, 
part  and  parcel  of  the  brand's 
growth  and  development. 
Although  superficially  these 
changes  may  not  appear  earth- 
shattering,  they  have  been  very 
carefully  researched  and 
developed. 

Shaping  up  for  the 
future 

When  Crookes  acquired  Asilone, 
it  came  with  a  fast,  effective 
formulation  for  treating 


indigestion,  heartburn  and 
acidity  and  a  strong  medical 
heritage  of  over  30  years' 
standing  —  however,  it  had 
little  consumer  awareness  and, 
with  seven  size  variants,  caused 
stocking  headaches  for 
pharmacists. 

Therefore,  the  initial 
strategy  to  project  the  brand 
among  consumer  and 
pharmacist  alike  resulted  in 
rationalisation  and  the 
introduction  of  the  now  familiar 
OTC  range. 

As  support,  Crookes 
developed  an  unequalled 
package  for  Asilone,  which  has 
included  a  £3. 5m  TV  advertising 
campaign,  the  production  of 
indigestion  education  material 
for  both  pharmacy  staff  and  the 
consumer  and  a  range  of 
striking  and  innovative  POS 
material. 

In  recent  months,  such 
backing  has  seen  the  Asilone 
range  double  its  awareness  and 
usage  among  target  sufferers 
and  quadrupled  its 


recommendation  by  healthcare 
professionals. 

However,  another  major 
facet  of  this  support  has  been 
market  research,  a  sign  of 
Crookes'  determination  to 
ensure  that  Asilone  has  a  higher 
percentage  of  perceived 
benefits  in  the  minds  of 
pharmacy  staff  and  consumers 
than  its  competitors.  It  is  data 
from  this  research  that  is 
responsible  for  the  new  bottle 
and  sizing. 

Bottling  up! 

The  new  Asilone  bottle  has  a 
much  chunkier,  more  modern 
shape.  In  terms  of  benefit  to  the 
pharmacist,  its  unique  styling 
will  make  the  brand's  shelf 
presence  ever  more  impactful. 
However,  the  redesign  also 
brings  with  it  important  real 
and  psychological  consumer 
benefits. 

The  real  advantages  include 
a  tamper-evident  cap  and  easier 
pouring  but  the  shape  also 


suggests  easier  handling,  a  view 
research  has  confirmed. 

The  bottle  will  continue  to 
be  manufactured  from  blue 
plastic,  which  proved  the  most 
favourable  combination  in 
research  when  glass  and 
different  coloured  variants  were 
offered. 

Plastic  was  shown  to  be 
preferred  by  the  pharmacist  and 
consumer  for  its  safety  and 
convenience.  Blue  was 
preferred  as  it  differentiated 
Asilone  from  its  shelf 
competitors.  Said  one 
respondent:  "If  you  cannot 
remember  the  name  exactly,  at 
least  you  can  point  to  it.  Blue  is 
an  unusual  colour."  Such 
comments  indicate  the 
importance  of  visible  in-store 
display  to  take  full  advantage  of 
Asilone's  striking  pack 
colouring.  Retaining  this 
familiar  shade  also  assures 
brand  loyalty. 

The  new  packs  also  retain 
the  same  front  labelling,  with  its 
graduated  tints  of  blue,  that 


the  benefits 


Asilone  has  seen  a 
significant  increase  in 
its  level  of  healthcare 
professional 
recommendation  over 
recent  months.  This 
month  its  new  OTC 
packaging  is  being 
launched  providing 
greater  shelf  impact  for 
the  range. 


was  first  introduced  with  the 
OTC  range. 

Respondents  formed  the 
view  that  the  darker  colour 
spelled  pain,  which  is  eased  as 
the  eye  takes  in  the  full  bottle 
and  focuses  on  the  lighter 
shades.  As  this  respondent's 
comment  reveals,  Asilone's 
efficacy  can  be  grasped 
immediately,  which  is  of 
obvious  benefit  to  the 
consumer.  Consumer 
acceptability  also  makes  for 
pharmacy  benefit  in  increased 
sales:  "At  the  top  it  really 
hurts...  then  it  starts  getting 
better." 

Sizing  the  market 

The  new  200ml  Liquid  sizing  and 
24s  Tablets  were  also 
determined  to  be  the  optimum 
packaging  quantities.  In  the 
pharmacy,  such  rationalisation 
spells  fewer  stocking  headaches 
while  for  the  consumer,  it 
translates  to  greater 
acceptability.  The  indications 


from  Crookes'  pre-launch 
research  show  that  together, 
the  newly  designed  packaging 
and  sizing,  will  increase 
consumer  acceptability  of 
Asilone  by  over  60  per  cent. 

Additonally,  with  retail 
prices  of  £1 .99  (200ml)  and 
£2.35  (24s),  the  new  range  has 
lower  price  points,  further 
boosting  public  acceptability.  In 
turn,  this  translates  to  an 
increase  in  volume  sales  out  of 
the  pharmacy. 

With  research  this  thorough, 
it  is  little  wonder  that  Asilone 
has  achieved  so  much  in  so  little 
time.  In  both  design  and  range, 
Asilone  stands  witness  to 
popular  choice  and  is  therefore 
on  schedule  to  become  the 
public's  number  one  brand  of 
indigestion  remedy. 

Guiding  pharmacy 
staff 

To  co-incide  with  this  relaunch, 
Crookes  has  produced  a  new, 
comprehensive  guide  for 
healthcare  professionals 
entitled  "How  Asilone  Succeeds 
Where  Others  Don't",  and  a 
new  counter  display  unit,  which 
draws  on  the  successful  imagery 
of  the  TV  advertisement. 

The  new  guide  makes  an 
ideal  training  tool  and  reference 
booklet  as  its  pages  are  packed 
with  information  on  the  causes, 
effects  and  treatment  of 
indigestion.  It  details  how 
Asilone  combats  acidity,  the 
cause  of  indigestion  and 
heartburn,  to  relieve  discomfort 
whilst  soothing  the  stomach 
lining. 

Asilone  Liquid  combines 
long-action  aluminium  salts  and 
quick  acting  magnesium  salts 
with  the  anti-flatulent 
dimethicone.  It  is  also  low  in 
sodium. 

Combination  antacids  are 
preferable  to  rafting  agents 
(alginates)  when  treating 
indigestion.  They  work  to 
relieve  discomfort  by  creating  a 
physical  barrier  or  "raft" 
between  the  acidic  stomach 
contents  and  the  sensitive 
oesophagus.  However,  they  do 
little  to  neutralise  the  excess 
acid,  which  is  the  problem  of 
indigestion  and  heartburn. 

The  new  counter  display  unit 
features  as  a  backdrop  the 
volcano  of  the  TV 
advertisement.  In  research,  the 
volcano  was,  for  many  sufferers, 
an  instantly  recognisable  visual 
representation  of  their  own 
feelings  of  acidity  related 
discomfort.  Said  one  sufferer: 
"A  volcano  just  about  sums  up 
indigestion.  The  volcano  is 
giving  you  something  you  can 
relate  to  —  the  pain." 

The  units  are  pre-packed 
with  12x200ml  Liquidsand 
6  x  24s  Tablets  together  with 
consumer  leaflets.  Their  trade 
price  is  £21 .53. 
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Ur  solution  to  indigestion. 


Asilone's  new  counter  display  unit  for  the  new  packs 
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How  Asilone 

succeeds 
where  others 
don't. 


Asilone's  new  professional  guide 

For  copies  of  the  guide 

contact  your  Crookes 

Healthcare  Territory 

Manager  or  write  to  Asilone 

Guide,  PO  Box  12, 

Nottingham  NG7  2GB. 

COMPARED  WITH 
SPATONE  PLUS,  SOME 
MINERAL  SUPPLEMENTS 

ARE  A  LITTLE  HARD 
TO  SWALLOW 


Iron  is  the  most  difficult  mineral  for  the 
body  to  absorb. 

Which  means  most  pharmaceutically 
prepared  iron  supplements  have  to  contain 
between  1 0  and  30  times  too  much  iron,  just 
to  make  sure. 

Unfortunately,  all  the  unabsorbed  iron 
can  cause  constipation,  or  diarrhoea,  nausea 
and  headaches. 

Spatone  Plus,  on  the  other  hand,  is  a 
gentle  iron  supplement. 

And  because  the  iron  is  dissolved  in  a 
completely  natural  state  -  bivalent  ferrous 
sulphate  Fe  +  -  in  solution,  not  suspension, 
it's  easy  to  absorb.  What's  more,  it  contains 
no  yeast  or  additives,  so  it's  suitable  for 
everyone,  especially  people  who  can't  tolerate 
pharmaceutically  prepared  iron. 

Each  1 0ml  single-use  sachet  contains 
3.16mg  of  iron,  naturally  dissolved  in  pure  spa 
water.  Around  three  sachets  a  day  can 
conveniently  provide  the  right  amount  of  iron. 

So  the  next  time  someone  asks  your 
advice  about  an  iron  supplement,  think  about 
how  much  iron  you're  actually  recommending. 
Then  think  about  the  problem  of  unabsorbed 
iron. 

We  think  Spatone  Plus  could  be  a  lot 
easier  for  them  to  swallow. 


Limited  period  RSP  £4.99,  trade  margin  46%  -  normally '  £6.65,  trade  margin  41.7"/ 
Distributed  by  A.  Nelson  &  Co.  Ltd. 


ESPECIALLY  SUITABLE  FOR  PEOPLE  WHO  CAN'T 
TOLERATE  PHARMACEUTICALLY  PREPARED  IRON. 


Sales  of  sunglasses  may 
have  waned  since  the 
boom  years  of  1989  and 
1990  but  with  technical 
as  well  as  fashion 
developments  coming 
through  the  market  has 
arguable  become  more 
soundly  based. 
Certainly  the  suppliers 
are  taking  an  upbeat 
view,  as  C&D  reports 

The  battle  of  the  major  brands 
continues  but  it  is  hard  to  argue 
against  the  success  of  the  Samco 
brand  in  recent  years.  Addis 
(0992  584221)  dominate  the 
British  market  with  their  Samco 
brand,  achieving  total  retail 
sales  of  well  over  £20  million  in  a 
market  the  company  estimates 
to  be  worth  £35m  to  £37m  this 
year.  Samco  by  Mazzucchelli  is 
reckoned  to  be  brand  leader, 
with  a  share  of  some  35  per  cent. 

Addis  estimate  the  total 
market  size  to  have  fallen  from 
about  £43 m  in  1 990  "due  to  one 
of  the  worst  ever  Summers  and 
the  effects  of  the  recession". 
Despite  this,  Samco  believe  they 
have  increased  their  market 
share. 

Striking  an  upbeat  note, 
Addis  are  planning  for  real 
growth  in  1992  and  have 
launched  a  new  Samco 
collection  in  collaboration  with 
marketing  and  design 
consultants,  Fabius  Lane.  All  the 
new  designs  conform  to  the 
current  British  Standard. 

The  sixties  retro  style  has 
been  given  a  new  nineties 
treatment  and  contrasting 
tortoiseshells  in  both  matt  and 
polished  finishes  are  the  main 
fashion  features. 

The  company  is  standing  by 
its  commitment  to  classic  styles, 
however,  and  lens  technology 
has  continued  to  provide 
greater  choice  of  lens  types.  For 
1 992  Addis  are  offering  UV400 
CR39  lenses  capable  of  screening 
out  ultra-violet  light  down  to  a 
wavelength  of  400nm,  along 
side  polarised  and 
photochromatic  formulations. 
At  the  top  of  the  range  are 
Graphite  Driving  +  lenses, 
designed  to  make  distant 
objects  more  visible  without 
distorting  colours. 

Addis  have  also  added 
Optico,  a  new  economy  range  to 
complement  the  Samco  range, 
especially  for  pharmacies.  With 
retail  prices  ranging  from  £5.99 
to  £9.99  they  conform  to  the 
British  Standard  and  are 
supplied  with  free  floor  and 
counter  stands. 

For  the  main  range,  in  the 
£9.95  to  £29.50  price  bracket, 
Addis  have  designed  a  new  floor 
stand  which  holds  44  sunglasses. 

Lenses  are  at  the  heart  of 
sunglasses  and  Pilkington 
Special  Glass  (0745  583301 )  is 
the  key  producer  of  sunglass 
lenses  in  the  UK.  The  company's 
strength  in  the  market  comes 
mainly  from  its  Reactolite 
Rapide  photochromatic  glass.  In 
1992  this  will  be  available  for  the 
firsttime  in  three  different 
lenses  —  sunglass  lenses, 


i  / 

Pilkington  combine  polarising  and  photochromatic  qualities  in  one  lens 

prescription  lenses  and  the  new 
Reactolite  Rapide  anti-glare,  a 
polarising  photochromatic 
sunglass  lens. 

In  addition,  the  company  will 
continue  to  supply  its  range  of 
fixed  tint  lenses,  available  in  five 
colours. 

However,  it  is  the  launch  of 
the  Reactolite  Rapide  Anti-glare 
which  is  the  technical  innovation 
from  the  company  for  1992.  The 
polarising  and  photochromatic 
lenses  are  said  to  darken  to  a  70 
per  cent  tint  in  just  ten  seconds 
and  reduce  light  being  reflected 
from  any  flat  or  reflective 
surface. 

The  Jay  Group  (081-346 
0444),  the  Foster  Grant 
distributors,  have  been  the 
subject  of  a  management 
buyout  following  receivership 
last  month.  Now  know  as  Foster 


Grant  (UK)  the  company  say  it  is 
"business  as  usual".  Foster 
Grant  are  not  one  of  the  giants 
in  sunglasses  in  the  UK  but  their 
name  seems  to  be  recognised  by 
the  public. 

Forthe  pharmacy  trade 
Foster  Grant  (UK)  are  holding  to 
their  policy  of  producing  a  range 
combining  classic  and 
commercial  models,  with  a 
sprinkling  of  high  fashion  styles. 
Thecompany's  1992  range 
numbers  some  1 1 0  different 
variations,  including  the 
polarised  clip-ons  and  the  new 
children's  range. 

The  company  keeps  close 
tabs  on  the  trends  in  fashion  and 
this  year  have  found  prep  styles, 
wayfarer  and  aviators 
performing  well,  and  are 
retaining  the  styles  in  the  1992 
collection.  Smaller  sizes  are 


Foster  Grant  (UK)  combine  classic  and  commercial  models 
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Market  leader  Addis  launch  their  Optico  1 992  collection 
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taking  over  from  the  large 
classical  ladies  models,  say  Foster 
Grant  (UK). 

Colour  is  an  important  aspect 
of  sunglass  fashions  and  Foster 
Grant  (UK)  are  finding 
tortoiseshell  and  black  followed 
by  gold  metal  still  dominate  UK 
taste.  Nevertheless,  to  create 
more  interest,  crystal  reds,  pinks 
and  teal  have  been  added, 
alongside  a  tortoiseshell  green 
mix  and  a  black  and  silver 
combination. 

The  company  prices  its 
mainstream  sunglasses  between 
£7.99  and  £18.99,  with  the  new 
children's  range  coming  in  at 
£3.49  to  £4.99.  The  clip-ons  sell 
at£4.99to£7.99. 

Next  year's  fashion  collection 
from  G.B.  Products  (0532 
323360)  in  the  Vizors  sunglasses 
range  features  some  96 
different  styles,  all  made  to  the 
British  Standard,  yet  all  retailing 
at  £8.99.  Thecompanysaysthe 
styles  have  been  specifically 
selected  for  retail  pharmacy  and 
have  been  put  together  with 
adults  in  the  20  to  60  age 
bracket  in  mind. 

Thecompany's  1992 
collection  is  available  in  nine 
different  parcels,  to  cater  for 
different  types  and  size  of 
pharmacy  business.  For  the 
larger  pharmacy  the  company 
has  put  together  32  dozen 
assorted  fashion  glasses  for 
£1,1 75. 04  trade.  Selling  at  rsp 
gives  a  profit  margin  of  1 50  per 
cent  on  cost,  say  G.B.  The  parcel 
comes  with  a  free  floor  unit 
capable  of  taking  240  pairs. 

One  of  the  own  branders, 


Sunblockers  (081-204  5347), 
recognise  that  the  trading 
conditions  for  sunglasses  this 
year  have  been  difficult  —  "an 
exceptionally  poor  Summer  and 
depressed  High  Street  trading" 
—  yet  the  company  reckons  to 
have  bucked  this  trend, 
doubling  theirturnoverthis 
year.  In  1991  Sunblockers  have 
been  distributed  through 
Macarthy  Medical,  Numark  and 
Vantage. 

The  news  from  Sunblockers  is 
that  they  are  no  longer  just  an 
own  label  supplier  —  they  also 
supply  the  Sergio  Tacchini 
optical  sunglassescollection. 
The  Italian  designed  and  made 
Police  collection  is  described  as 
Europe's  largest  selling  brand 
and  has  some  20  styles,  and  all 
the  frames  are  to  be  fitted  with 
ground  and  polished  lenses.  The 
range  is  targeted  at  18to35year 
olds  in  the  A,FJ  and  C1  social 
categories. 

The  range  is  metal  framed 
with  a  combination  of  specially 
selected  alloys  featuring  laquer 
and  overlay  trims  on  a  gilt  and 


mmmmm 


Free  floor  units  from  Vizore 

silver  background. 

There  is  also  a  Sergio  Tacchini 
collection,  a  high  profile  sports 
designer  brand. 

On  the  own  label  front  the 
company  has  over  300  styles  and 
can  put  together  a  collection  to 
suit  a  specific  requirements. 

The  company  has  spotted 
that  vintage  looking  styles  have 
become  popular  and  to  cater  for 
this  trend  has  introduced  metal 
frames  finished  in  antique 
copper,  gold  and  bronze. 

Sunblockers  use  a  range  of 
lenses  including  UV400, 
polarised,  photochromatic, 
polycarbonate  —  particularly 
popular  for  sportswear  —  and 
blue  blockers. 

A  variety  of  displays  are 
available,  fitted  with  mirrors, 
with  the  Sunblockers  logo  in 
blood  red  on  a  yellow 
background.  Sunblockers  are 
priced  from  £6.99  to  £29.99  and 
are  available  in  parcels  of  54,  108 
and  144. 

Expansion  at  Titcomb 
Sunglasses  (0424  71 6308)  means 
the  company  is  on  the  lookout 
for  new  agents  in  many  areas. 
Thecompany's  1992 collection  is 
continued  on  p581 
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1 992  —  Shades  Eyecatchers.  This 
budget  range  (prices  are  from 
£4.99  to  £7.99)  is  still 
manufactured  to  British 
Standard  protection  and 
quality. 

They  are  available  in  two 
packs,  a  48  unit  pack  with  a  total 
retail  value  of  £320.52  and  a  72 
unit  pack  worth  some  £479.28. 

The  company's  Flip  and  Clip 
range  has  also  been  selected 
with  the  pharmacist  in  mind  and 
utilises  polarising  lens  material. 
Prices  range  from  £4.95  to  £7.95 
and  the  24  unit  pack,  retail  value 
£148.80,  comes  with  a  specially 
designed  eight  piece  counter 
stand. 

The  Shades  Classic  range 
(£8.95to£27.50)hasbeen 
substantially  upgraded  with  61 
newmodelsfor  1992.  All  models 
are  made  to  the  British  Standard 


Selecting  the  stock 


A  classic  from  Shades  International 


described  as  comprehensive, 
with  "models  to  suit  every 
taste".  Styles  run  from  the 
classic  metal  and  plastic  frames 
—  including  lightweight 
aluminium  —  to  high  fashion 
items. 

For  1 992  Titcomb  have  also 
taken  on  Original  Ambervision 
sunglasses,  a  product  the 
company  believes  will  be  a  very 
big  seller  next  year. 

Every  possible  combination 
of  lenses  is  available,  say 
Titcomb,  including  Classic 
Rapides,  sprints,  Zeiss  Umbrals, 
CR39, hard  coated 
acrylics, polarised  and 
polycarbonates.  These  lenses  are 
said  to  provide  maximum 
ultraviolet  protection  and  all  the 
company's  sunglasses  meet  the 
British  Standard,  BS2724,  1987. 

Autoglaze  (0424  722333) 
have  widened  their  latest  range 
of  British  made  sunglasses  with 
the  introduction  of  further 
Retro  styles  with  panto,  oval  and 
small  quadra  eye  shapes  in  a 
combination  of  antique  colour 
metal  finishes.  In  terms  of 
traditional  style  the  company  is 
offering  a  range  of  metal  and 
other  models  with  "every  type" 
of  lens  available. 

Shades  International  (0525 
381314),  with  some  10percent 
of  the  domestic  market,  have 
launched  a  new  special  range  for 


With  the  sale  of 
sunglasses  booming 
over  the  past  decade 
and  the  choice  of  styles 
proliferating,  on  the 
face  of  it  the  buying 
decision  for  the 
pharmacist  has  become 
increasingly  complex. 
C&D  talks  to  two  retail 
chains,  Moss  Chemists 
and  the  Clark  Care 
Group,  to  see  how  they 
approach  the  problem 

"Some  1 2  to  1 5  years  ago  we 
used  to  sample  from  six  major 
manufacturers  and  make  up  our 
own  sunglasses  package," 
recalls  Peter  Harvey,  "butthis 
was  such  a  complex  exercise  it 
just  wasn't  worth  the  time  and 
effort  involved." 

The  statement  sums  up  Mr 
Harvey's  pragmatic  approach  to 
sunglasses  selection.  Now  the 
assistant  managing  director  of 
the  93-outlet  retail  chain  Moss 
Chemists,  he  spent  a  number  of 
his  32  years  with  the  company  as 
the  marketing  director  —  and  so 
was  responsible  for  the  group's 
stocks  of  sunglasses. 

Sunglasses  are  an  important 
part  of  the  group's  business, 
making  around  £250,000  a  year 
for  the  company.  "The  average 
unit  sale  in  pharmacy  is  around 
£3,"  explains  Mr  Harvey,  "but  in 
the  Summer  we  have  sunpreps 
retailing  at  the  £5  to  £7  mark 
and  sunglasses  in  the  £8  to  £1 6 
price  range,  so  sunglasses, 
especially,  provide  good  profit 
at  a  good  unit  value." 

This  year  sunglasses  have 
been  very  slow  early  on 
compared  with  the  1 989  and 
1990.  "If  you  get  a  bad  April  and 
May  you  never  recover  the  sales 
over  the  season.  However, 
provided  we  have  a  safeguard  at 
the  end  of  the  season  we  won't 
be  more  conservative  in  our 
buying  next  year."  For 
safeguard,  read  a  deal  with  the 
supplier  which  allows  unsold 


and  style,  fashion  and  good 
value  are  the  keynotes  of  the 
company's  production 
philosophy. 

But  one  of  the  more  exciting 
developments  at  Shades  is  the 
launch  of  a  new  range  of  Young 
Fashion  modelsfor  1992.  Eleven 
models  in  22  variations  have 
been  produced  in  trendy  styles 
to  meet  the  demands  of  the 
younger  market.  Prices  range 
from  £6.96  to  £14.50. 

Lessar  Brothers  (02 1-554 
2234)  are  offering  their  Solarite 
'92  range  to  pharmacies  in  the 
£3.95  to  £14.95  price  bracket. 
The  styles  include  popular 
fashions  and  the  Solarite 
Polrama  Polarising  and  Rapide 
models.  This  optically-based 
company  also  produces  a  range 
of  22  clip-ons. 

Lessar  have  gone  for  several 


stock  to  be  returned  at  the  end 
of  the  season. 

Mr  Harvey  has  no  doubt  what 
the  sunglasses  market  is  for  the 
retail  pharmacy:  "Sunglasses  are 
not  all  bought  because  the  sun  is 
shining  —  up  to  a  point  they  are 
more  a  fashion  accessory  at  the 
more  expensive  end  of  the 
market.  Nevertheless,  the 
volume  side  of  the  business 
remains  impulse  buying  when 
the  sun  comes  out. 

There  are  two  distinct 
sunglasses  markets  —  the 
branded  ranges  and  budget 
lines.  Mr  Harvey  recognises 
there  is  a  market  for  budget 
sunglasses  in  Moss  pharmacies. 
"We  have  looked  at  a  number  of 
suppliers  over  the  years  and 
have  come  down  to  Marby 
Lloyd." 

However,  not  all  the  group's 
stores  get  the  budget  range. 
"We  look  at  certain  branches 
and  decide  by  the  demographics 
of  the  area  whether  to  put  in  a 
budget  as  well  as  our  primary 
range.  Sales  have  confirmed 
that  this  is  the  right  approach." 

"Apart  from  the  budget 
range,  we  also  buy  in  a  cheaper 
pair  of  Reactolite  Rapides,  in 
eight  or  ten  styles,  mixed  ladies 
and  gents.  I  get  in  under  the  £1 0 
mark  for  these,  if  I  can."  Lessar 
Brothers  have  been  a  past 
supplier  of  these. 

Children's  sunglasses  Mr 
Harvey  gets  "wherever".  "This 
year  I  bought  on  a  deal  from 
Addis,  but  I  have  bought  from 
other  suppliers  in  the  past." 

For  the  group's  branded 
range  of  sunglasses,  which 
accounts  for  some  90  per  cent  of 
sales,  Moss  settle  for  Samco. 
"We  used  to  look  at  the  five  top 
brands  and  associated  deals,  but 
over  the  past  four  to  five  years 
there  has  been  an  established 
leader  in  the  branded  sunglasses 
market  —  Samco." 

Moss  takes  middle-of-the- 
range  packages  from  Samco,  in 
the£7.95to£14.95price 
bracket,  but  "we  order  up  to  the 
£19.95  price  levelsforour  14  'A' 
branches". 

Mr  Harvey  has  never 
considered  going  through  a 
pharmaceutical  wholesaler  for 


new  retro  styles  for  the  1 992 
season,  which  include  the  A4 
"Jackie  O"  design  and  the  A23 
"Chunky  Retro".  The  company  is 
also  producing  a  Scene-Stealer 
metal  style  aviator  with 
blue/green  Ocean  lenses  giving  a 
flavour  of  Miami  and  Nice. 
Multi-coloured  mirror  lenses  are 
fitted  in  several  models. 

At  the  top  end  of  the  Solarite 
range  is  the  Eurostyle  package, 
providing  retailers  with  a  choice 
of  1 2  models  of  haute  couture 
"at  very  affordable  prices". 

Lessar  particularly  put  the 
spotlight  on  the  new  Pilkington 
anti-glare  lenses,  these  are  not 
cheap,  however,  at  £35  to  £40. 

Displays  come  free  with 
qualifying  orders  and  include 
both  floor  and  counter  units. 

Very  much  in  the  fashion 

continued  on  p582 


sunglasses.  "I  have  been  in  the 
sunglass  business  in  terms  of 
buying  for  some  time  now  and 
knowthat,  in  terms  of  quality, 
you  don't  do  any  better  than  the 
recognised  expert." 

The  Clark  Care  Group  have  1 7 
shopstrading  in  Kent  and  Sussex 
supplied  from  central 
warehousing  at  Bexhill.  The 
group's  buying  director,  John 
Walters,  is  "not  disappointed" 
with  the  turnover  of  sunglasses 
thisyear.  "Summer  weather  is 
likely  to  affect  the  sale  of 
sunpreps  rather  than 
sunglasses,"  he  maintains. 

Sunglasses  are  not  a  large 
proportionof  the  Clark  Care 
business  but  are  "nicely  priced 
products,  well  above  the 
standard  pharmacy  item  price". 

Mr  Walters  normally  orders 
two  ranges,  one  budget 
selection  through  Jackel  and  the 
branded  Foster  Grant  range.  The 
main  reason  for  dealing  Foster 
Grant  is  the  sale  or  return  clause 
—  "It  offers  us  total 
protection,"  admits  Mr  Walters. 

Clark Careare  happyto  hold 
their  budget  range  from  one 
year  to  the  next,  "aswearenot 
holding  too  much  money  in 
stock". 

The  company  normally  takes 
full  stand  loads  from  their 
suppliers.  "Depending  on  the 
size  of  the  branch  we  order 
appropriately."  Then  the 
individual  branches  put  in  top 
up  orders,  which  Foster  Grant 
deliver  direct  to  the  shops  every 
four  to  six  weeks. 

While  the  Foster  Grant 
packages  are  delivered  directly 
to  the  branches  the Jackel 
Sumbrella  range  comes  to  the 
central  warehouse  then  is 
redistributed  to  the  branches. 

Mr  Walters  is  clear  that  sale 
or  return  does  not  mean  one 
season's  stock  can  reappear  the 
next  year.  "Foster  Grant  seem  to 
clear  one  season's  sunglasses 
through  separate  channels,  so 
each  year  we  get  new  stock 
again,  in  the  latest  styles. 

"Forthe  pharmacy, 
sunglasses  don't  have  to  be  high 
fashion,  but  fashionable 
enough  to  attract  the 
customer." 
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market,  Linda  Farrow  (07 1  -837 
7420) have  expanded  their 
range  with  the  300  Series.  Priced 
in  the  £5.99  to  £15.99  range  the 
series  300  includes  such  styles  as 
the  Crystal  Clear,  a  stylish  single- 
piece  untinted  plastic  shield. 

One  of  the  larger  suppliers  is 
the  Bristol-based  Marby  Lloyd 
(0454  325555),  who  carry  some 
600-plus  varieties  of  sunglasses 
"covering  the  entire  spectrum 
of  the  market".  Marby  Lloyd 
expect  the  shape  popularised  by 
Ray-Ban  to  continue  to  do  well 
"it's  a  shape  that  has  been 
around  since  the  forties".  While 
the  company  accepts  that 
sunglasses  are  very  much  a 
fashion  item  they  also  make  a 
point  of  emphasising  the  safety 
and  quality  of  their  products. 

Currently  the  company  sees 
men's  metal  frames  declining 
and  finds  men  buying  more 
plastic  frames.  Marby  Lloyd  are 
expecting  the  sixties  look 
associated  with  Bardot  to  take 


off  at  the  high  fashion  end  and 
also  sports  sunglasses,  though 
they  are  not  recommending 
eitherstyle  for  pharmacy  packs. 
They  put  pharmacy  packs 
together  with  an  eye  for  fashion 
but  also  leaning  towards  the 
safe-sellers. 

Jackel  International  (091-250 
1864)  say  they  have  had  a 
successful  season  with  their 
established  children's  Topsie 
and  Tommee  Tippee  sunglasses 
"despite  the  wet  miserable 
Summer".  The  aim  of  the  range 
is  to  be  both  safe  and 
fashionable.  The  scratch  and 
break-resistant  lenses  also 
protect  against  ultraviolet 
radiation. 

The  "Fun  Sunn ies"  end  of 
the  range  features  bold  primary 
colours,  while  for  more 
sophisticated  children  there  are 
scaled-down  versions  of  adult 
designs,  the  Primaries  range. 
The  Fun  Sunnies  retain  their 
retail  price  of  £1 .99  despite  the 


Bucking  the  economic 
trend 


The  sunglasses  market 
is  notoriously  difficult  to 
assess,  yet  the 
indications  are  that  it 
has  been  growing  since 
the  late  1980s.  Miranda 
Walsh,  analyst  with  the 
market  research 
organisation  Mintel, 
looks  at  the  developing 
UK  market  for 
sunglasses  and  the 
driving  forces  behind  it 

The  UK  sunglasses  market  is 
known  to  be  difficult  to  assess, 
partly  due  to  the  major  player's 
reticence  and  partly  due  to  the 
disparate  manufacturing  and 
retail  structure.  This  aside, 
Mintel's  own  research  into  this 
product  area  indicates  that  it  is 
an  area  of  continuing  real  value 
growth  since  the  late  1 980s.  This 
is  at  a  time  when  most  markets 
have  been  adversely  affected  by 
recessionary  pressure.  Against  a 
picture  of  general  consumer 
expenditure  decline  then,  the 
total  sunglasses  market  bucks 
the  trend.  It  has  risen  to  an 
estimated  value  of  £60  million 
annual  sales,  from  a  volume  of 
some  9-10  million  units  in  1990. 
These  data  indicate  both  the 
buoyancy  and  the  essentially 
mass  market,  low  unit  price 
nature  of  sales,  with  the 
relatively  niche  status  of  high 
value  products. 

The  two  main  driving  forces 
responsible  forthis  increase  are 
known  to  be  fashion 
(particularly  among  the  younger 
and  the  upmarket  consumer), 
and  health  concern  over 
exposure  to  UVA  &  B  radiation. 
The  style  driven  demand  is 
possibly  the  greater  in  present 
conditions,  based  on  "designer 

582 


type"  status  symbols.  It  is  also 
prone  to  the  fickle  nature  of 
passing  trends. 

Mintel'sown  consumer 
research  in  1989  into  sunglasses 
purchase  indicates  that  fashion- 
motivated  consumers  tend  to  be 
found  among  the  1 5-34  year 
olds,  with  a  particular  bias 
towards  the  ABC1 ,  socio- 
economic groups.  In  fact,  nearly 
fourfifths  of  adult  respondents 
in  this  category  claimed  to  wear 
sunglasses  —  the  highest  user 
group  within  the  survey.  These 
core  consumers  also  formed  the 
most  willing  high  spenders. 
Given  the  fact  that  these 
"fashion"  wearers  represented 
only  someof  the 
total  population,  one  can 
understand  the  minority 
demand  for  expensive  shades.  In 
this  sense  Ray  Ban  have  been 
reported  as  accounting  for  some 
160,000  units  sales  in  1990,  at  a 
value  of  £3m  —  a  modest  but 
high  profile  accounting  forthe 
sector. 

Fashion  also  fuels  frequency 
of  purchase.  The  same  survey 
identified  that  over  28  per  cent 
of  the  1 5-34  age  group  ABC 
respondents  actually  claimed  to 
buy  a  pair  of  sunglasses  at  least 
once  a  year.  Only  1 3  per  cent  of 
this  same  group  claimed  never 
to  have  bought  a  pair  —  the 
lowest  response  rate  of  any 
socio-economic  type 
questioned. 

Aside  of  these  image 
considerations,  the  health  factor 
is  set  to  become  increasingly 
important.  It  should  also  bring  a 
wider  base  of  consumers  into 
play.  Specialised  and  protective 
lenses  have  really  developed  out 
of  sporting  and  recreational 
glasses,  aimed  at  sailors,  skiers 
and  the  like.  The  efficiency  of 
these  lenses  is  now  valued  on  a 
numberof  criteria.  This  includes 
glare  protection,  optical  quality, 
refractive  properties,  as  well  as 
ulta  violet  protection.  On  the 


basi  of  growing  medical 
evidence,  such  quality 
conditions  are  now  laid  down  in 
the  British  Standards  test  2724. 
Manufacturers  are  all 
encouraged,  but  not  obliged,  to 
conform  to  the  test. 

So  what  is  in  store  for  the 
shortterm  future  of  the 
sunglasses  market?  We  can 
expect  to  see  continuing  market 
value  growth  from  the  stimulus 
of  new  designs.  The  filtering 
through  of  high  value,  high 
fashion  styles  to  the  cheaper 
mass  market  is  inevitable.  Hence 
the  cult  of  Ray  Ban  should 
persist. 

The  association  of  certain 
models  with  pop,  film  or  sports 
personalities  has  been  crucial  to 
some  product  marketing  mixes. 
This  activity  now  overshadows 
conventional  above  the  line 
advertising,  and  the 
displacement  of  consumer  Press 
campaigns  is  probable. 

Additionally,  given  the 
experience  of  recent  hot  British 
Summers,  the  role  of  sunglasses 
as  standard  everyday  wear 
should  spread  further.  This 
combined  with  theirfunction  as 
a  key  fashion  accessory  will  also 
all  but  supplanttheirtraditional 
associations  with  foreign  sun 
and  travel. 

The  surge  from  health 
concernscan  only  grow.  More 
North  Europeans  are  becoming 
aware  of  the  damage  caused  by 
exposure  to  strong  sunlight,  and 
turning  to  protective  products  — 
be  they  sunglasses,  toiletries  or 
cosmetics.  The  easing  of  the 
recession  is  set  to  be  the  other 
major  feature  of  the  market. 
This  should  lead  to  new 
consumers,  especially  older 
groups,  entering  the  market, 
and  moving  into  high  value 
sectors.  Hence,  huge  potential 
exists  within  the  UK  sunglasses 
markets,  potential  that 
pharmacists,  could  do  well  to 
pursue. 


VAT  increase  this  year.  Primaries 
stay  at  £2.99. 

Jackel  have  also  frozen  prices 
on  their  adult,  Sunbrella  range, 
which  remain  at  £6.99  for  the 
standard  models  and  £9.99  for 
superior  quality.  Featuring  some 
30  styles,  the  range  also  covers 
the  technical  gamut  of  impact 
resistence,  photochromatic, 
gradient,  mirror  and  flash- 
mirror  lenses  and  clip-ons. 

Polaroid  remains  one  of  the 
high-recognition  names  in 
sunglasses  and  the  distributors 
of  the  range.  Visions  (081-205 
6550)  are  drawing  attention  to 
the  allergy  tested  frames 
available  now.  Nickel  allergy  — 
and  many  sunglasses  frames  are 
made  from  nickel  —  is  being 
overcome  using  a  specially 
developed  protective  laquerto 
guard  against  rashes  or  eczema. 

For  1992  Polaroid  are 
featuring  the  collection  of  classic 
metal  and  plastic-framed  styles 
which  are  the  bedrock  of  the 
range,  backed  up  with  a  street 
fashion  collection.  The  latter  will 
carry  variations  on  the  round  eye 
looks  and  fifties  and  sixties 
shapes,  all  with  the  Polaroid 
lens.  A  sports  collection  and  clip- 
on  package  completes  the 
package.  Prices  run  from  £10.50 
up  to  £39. 

Visions  do  not  just  distribute 
Polaroid.  They  also  are  the 
source  for  Janet  Reger,  Charles 
Jourdan,  Peeper  Budget,  and 
theirown  Visions  sunglasses. 

The  Visions  range  is  an 
established  brand  in 
independent  pharmacies  as  well 
as  Boots.  Fifties  styles,  wide 
rimmed  oval  frames  —  known  as 
the  "Jackie  O"  look  —  and 
round  eye  derivatives  and 
antique  metal  and  tortoise  and 
perspex  looks  complement  the 
retrospective  boom. 

This  is  balanced  by  a  strong 
classics  section,  all  fitted  with 
UV400  lenses;  there  is  also  a 
section  of  Reactolite  Rapide 
Sprints.  Retail  prices  are  from 
£8.50to£31.50. 

Peeper  Budget,  at  £9.99,  are 
for  budged-minded 
pharmacists.  While  at  the  other 
end  of  the  scale  Charles  Jourdan 
is  a  designer  collection,  aimed  at 
the  independent  with  a 
premium  market.  Retail  prices 
are  in  the  range  £49  to  £99. 
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Sourcing  the  producl 


Sunglasses  make  an 
attractive  display  in  the 
pharmacy  and  can 
generate  worthwhile 
sales,  but  what  does 
preparing  a  sunglasses 
range  mean  for  the 
supplier?  C&D  talks  to 
Neil  Weston  at  Marby 
Lloyd  to  find  out 

Marby  Lloyd  distribute  some  4 
million  pairs  of  sunglasses  a  year 
in  over  600  style  variations  —  a 
substantial  slice  of  a  total 
market  believed  to  be  in  the 
region  of  1 2  million  pairs.  Yet, 
despite  the  fact  that  the  Bristol- 
based  company  has  been  in  the 
business  some  1 5  years,  the 
name  remains  unfamiliar  to  the 
average  consumer. 

One  reason  is  the  company's 
commitment  to  own-label 
ranges.  "Nearly  all  our 
sunglasses  sell  under  own-label, 
though  we  also  have  our  own 
branded  ranges,"  says 
marketing  director  Neil  Weston. 
"For  the  pharmacy  we  provide 
the  Eclipse  range."  Asecond 
explanation  for  the  company's 
relatively  low  profile  is  that  the 
product  gets  into  community 
pharmacy  via  the  wholesalers. 

Marby  Lloyd  are  committed 
to  the  Far  East  as  a  source  of 
supply.  "Over  the  last  five  years 
nearly  all  sunglasses  have  come 
out  of  the  Far  East.  While  there 
is  still  some  European 
manufacture  in  France, 
Germany  and  Italy,  thistendsto 
be  too  expensive  for  most  mass 
outlets." 

The  company  does  not 
passively  import  its  ranges, 
however.  "We  don't  just  buy  off 
the  shelf,  we  work  closely  with 
the  manufacturers  and  take 
time  with  product  development. 
For  instance,  we  will  sit  down 
with  manufacturers  and  get  our 
own  colour  combinations.  On 
one  particular  model  we  insisted 
that  an  arm  and  hinge  was  re- 
moulded to  our  specification. 
Because  we  carry  such  a  large 
range  this  is  a  big  job  for  us." 

The  company  operates  a 
policy  of  constant  renewal  and 
redesign.  Mr  Weston  says  design 
comes  with  experience  and 
knowing  the  market.  "We  look 
to  see  how  designs  have 
performed  this  year.  Tortoise- 
shell  frames  have  been  doing 
well  and  big,  classical  frames  are 
still  popular.  There  is  also 
demand  for  a  mix  of  different 
colour  combinations  of  arms  and 
frames,  while  for  lenses  a  mix  of 
graduated  and  fixed  tints  makes 


sense.  Green  tints  are  on  the 
increase." 

The  company  also  makes  a 
point  of  finding  out  what  is 
happening  in  the  Far  East, 
where  they  are  making  designs 
for  the  trend-setting  end  of  the 
market,  the  USA  and  Japan. 

"The  high  fashion  end  of  the 
business  is  a  bit  sharper,  there 
are  specific  fashionable  shapes 
you  must  have  in  a  range."  New 
for  nextyearthecompany  is 
featuring  classic,  slightly 
slimmed  frames  and  slightly 
larger  lenses.  By  contrast,  the 
rubber  frames  which  were 
popular  a  couple  of  years  ago 
"disappeared  practically  over 
night.  The  vital  thing  is  to  match 
the  lens  tints  with  the  frames." 
Mr  Weston  estimates  there  is 
normally  a  couple  of  years  life  in 
each  design  shape  —  "They 
don't  change  overnight". 

Technical  input 

While  Marby  Lloyd  reckon  to 
cover  the  entire  spectrum  of  the 
volume  market  the  company 
keeps  prices  under  the  £20 
mark.  The  calculation  is  that 
above  that  kind  of  price  level 
the  market  gets  too  specialised 
and  means  smaller  sales 
volumes. 

A  lot  of  the  technical  input  in 
sunglasses  is  in  the  lenses  rather 
than  the  frames,  and  Marby 
Lloyd  aim  to  keep  a  close  eye  on 
the  lenses  that  go  into  their 
product. 

"People  tend  to  think  a  pair 
of  sunglasses  is  a  pair  of 
sunglasses,  but  these  days  the 
lenses  are  quite  technical. 

"There  are  various  qualities 
of  lenses  in  the  industry. 
Sunglasses  manufacturers  make 
the  frames  and  buy  in  the  lenses 
from  other  sources.  We  have 
checked  out  all  the  lens 
manufacturers,  testing  samples 
here  at  Bristol  and  decided  who 
our  Far  East  manufacturers  can 
buy  from  for  our  product. 

"There  is  now  a  British 
Standard  for  sunglasses  which 
came  out  in  1987.  Any 
sunglasses  manufacturer  worth 
his  salt  has  to  make  sure  his 
product  complies  with  it. 

"While  the  frames  have  to 
meet  certain  primary 
requirements,  such  as  having 
sufficient  strength  and  no  rough 
edges,  the  lens  standard  is  more 
complex.  It  is  vital  that  any 
product  someone  is  sticking  on 
the  end  of  their  nose  is  strong 
and  safe." 

Lenses  are  tested  for 
refractive  quality,  colour  signal 
requirements  and  the  ability  to 
screen  out  ultra-violet  light. 
Refractive  quality  is  about  how 


clear  and  consistent  the  optical 
quality  of  the  lenses  are.  They 
can  either  be  classified  as 
Refraction  Class  1 ,  which  is 
optical  quality  suitable  for 
continuous  wearing,  or 
Refraction  Class  2,  a  lesser 
standard.  "The  point  is,  if  the 
lenses  are  not  good  enough 
the  wearer  risks  eye  strain. 

"Some  people  argue  that 
wearing  sunglasses  means  the 
pupil  of  the  eye  does  not 
contract  and  that  the  lens  could 
absorb  UV  light  which  then 
passes  straight  into  the  eye,  with 
possible  harmful  effects,  the 
most  extreme  form  of  which  is 
snow-blindness. 

"In  the  long  term  UV  light 
can  cause  cataracts  to 
inhabitants  of  warmer  climates 
or  older  membrs  of  the 
population."  Protection  against 
UV  light  is  now  part  of  the 
British  Standard  for  sunglasses. 

"Sunglass  lenses  also  have  to 
pass  the  drop-ball  test.  The 
tester  drops  a  ball  bearing 
through  a  glass  tube  onto  the 
lens,  hitting  it  with  a  specified 
force;  to  pass  the  test  the  lens 
must  remain  in  the  frame." 

This  year  the  company  has 
gone  one  step  beyond  simply 
specifying  the  quality  or 
manufacturer  for  lenses  for  their 
manufacturing  partners  —  they 
have  introduced  their  own 
range  of  lenses,  Optiview.  "The 
Eclipse  range  all  have  the  new 
lenses, "says  Mr  Weston. 

Quality  control  is  an 
important  part  of  the  operation 
for  Marby  Lloyd  too.  "It  is 
important  to  have  good 
relationships  with  the 


manufacturers  to  get  a  good 
quality  product  and  we  also 
insist  on  batch  testing  by 
independent  sources  when  the 
goods  arrive  here." 

But  whatever  the  technical 
preoccuptions  of  importing 
sunglasses,  a  vital  aspect  of  the 
business  is  awareness  of  the 
retail  market.  Marby  Lloyd 
estimate  sales  are  down  8  per 
cent  on  1 990  due  to  the 
weather.  However,  the 
company  is  selling  as  many  pairs 
this  year  as  last  year  —  effectively 
increasing  its  market  share. 

The  company  does  some  27 
per  cent  of  its  business  through 
pharmacy  and  the  strategy  is  to 
go  in  for  safe  sellers  and  "non- 
risk  fashion"  in  the  pharmacy 
packs.  However,  standard  packs 
are  only  a  starting  point  for  the 
company;  it  is  flexible  enough  to 
provide  the  pack  content  the 
wholesaler  wants. 

Pricing  the  range  is  a  key 
decision.  "The  pharmacist  does 
not  want  to  compete  on  price 
with  Superdrug;  when  it  comes 
to  sunglasses  they  want  a  good 
margin  and  value  for  money  and 
they  need  to  take  what  they 
know  to  be  a  reliable  package." 

Marby  Lloyd  emphasise  that 
every  year  the  pharmacist  gets 
fresh  new  stock.  "If  we  have 
product  over  we  clear  it  through 
totally  separate  routes. 

"You  have  got  to  offer  a 
safe,  reliable  service  and  you 
have  gotto  be  efficient,"  says 
Mr  Weston.  "There  is  nothing 
specially  difficult  about  it,  you 
just  make  sure  you  have  decent 
product,  competitive  pricing 
and  reliable  delivery." 


Krom  the  Marby  Lloyd  1 992  collection 


TITCOMB  SUNGLASSES 

FREEDOM  OF  CHOICE,  VALUE  FOR  MONEY,  PERSONAL  SERVICE 

A  fully  illustrated  catalogue  and  trade  price  Titcomb  Fashion  Sunglasses, 

list  of  our  1992  collection  freely  available  on  Silchester  Mews 

St.  Leonards-on-Sea, 

request  East  Sussex,  TN38  0JB 

Please  contact  us  in  good  time  with  your  Tel:  0424  716308 

new  season 's  requirements.  Fax:  0424  722790 
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update 


Treating  the  great  itch 


Eczema  has  been  described  by  one  sufferer  as 
akin  to  'wearing  a  hair  shirt  two  sizes  too  small'. 
When  itching  peaks  she  survives  by  counting 
backwards,  in  sevens,  from  a  thousand.  C&D 
investigates  the  treatment  of  this  family  of 
inflammatory  skin  diseases 


The  word  "eczema"  is  derived 
from  the  Greek  eczein,  meaning 
"to  boil  over"  and  this  root  is 
very  apt.  While  not  a  single 
condition,  the  eczema  "family" 
ischaracterised  by  the  same 
pathological  feature  — 
inflammation  and  oedema  of 
the  skin  epidermis. 

Some  4  per  cent  of  children 
suffer  from  the  atopic  type  of 
endogenous  eczema.  Far  more 
common  is  adult  seborrhoeic 
eczema,  affecting  the  scalp  and 
the  face  around  the  nose,  lips, 
and  behind  the  ears,  suffered  by 
one  in  five  adults.  The  term 
"eczema"  also  includes 
exogenous  eczemas,  better 
known  as  contact  dermatitis. 

Regardless  of  whether  the 
eczema  is  endogenous  or 
exogenous  in  origin,  the 
histological  signsof  the  acute 
phase  of  this  inflammatory 
disease  are  similar.  Typically  it 
includes  redness,  swelling,  skin 
scaling,  blistering  and  weeping 
as  fluid  moves  from  the  dermis 
into  the  epidermis.  Vesicles 
formed  asthefluid  moves  out  of 
dilated  dermal  capillaries  may 
rupture,  releasing  clear  exudate 
to  give  a  raw  weeping  surface. 
When  this  dries  it  forms  crusts 
with  cells  from  the  skin's  horny 
layer.  This  is  known  as  the 
subacute  phase. 

If  the  inflammatory  lesion  is 
in  an  area  where  the  skin  is 
already  thick,  for  example  the 
pales  and  soles  of  the  feet,  the 
fluid  accumulates  beneath  the 
horny  layer  to  form  a  vesicle 
known  as  pompholyx.  In  serious 
cases,  the  pompholyx  are 
extensive  enough  that  the  horny 
layer  become  detached  and 
large  areas  of  skin  break  away. 

Pruritis  is  a  major  feature  of 
the  inflammation  and  serves 
only  to  worsen  the  problem  and 
the  sufferer  who  gives  in  and 
scratches  is  at  risk  from 
secondary  infection. 

As  the  eczema  moves  from 
the  acute  to  the  chronic  phase, 
the  initial  oedematous 
inflammation  subsides  to  be 
replaced  by  a  thickening  of  the 
drying  epidermis,  with  scales 
appearing  as  cell  turnover 
increases.  Itching  is  still  a  feature 
and  scratching  at  this  stage  leads 
to  fissuring,  which  itself  brings  a 


further  risk  of  secondary 
infection.  In  some  cases,  skin 
pigmentation  may  be  affected. 

The  eczema  reaction  is 
technically  a  type  IVcell- 
mediated  reaction  involving 
reduced  T-cell  function. 
Sufferers  have  a  raised  level  of 
immunoglobulin  E  (IgE)  which 
leads  to  an  excessive  reactivity  of 
the  immune  system.  In  the  skin, 
it  is  mediated  in  part  by  the 
release  of  mast  cell  contents. 
Over-reactive  blood  vessels  in 
the  skin  also  appearto  play 
some  part  in  the  process. 

Atopic  eczema 

Also  known  as  endogenous 
eczema  and  increasingly  as 
atopic  dermatitis,  atopic  eczema 
is  a  chronic  inflammatory 
disease  of  the  skin,  characterised 
by  flare-ups  alternating  with 
bouts  of  remission.  Sufferers 
tend  also  to  develop  hives,  hay 
fever  and  asthma. 

The  cause  is  unknown, 
although  a  family  history  of 
allergy  is  common.  It  typically 
starts  in  infants  under  the  age  of 
two  years  and  is  known  in  babies 
as  young  as  two  weeks  old. 
However  nine  out  of  ten 
children  appearto  grow  out  of  it 
before  reaching  the  age  often. 
If  it  continues  through  puberty 
and  into  adulthood,  it  usually 
remits  completely  before  the 
age  of  30. 

Atopic  eczema  is  not  rare 
among  adults  —  it  is  estimated 
that  as  many  as  2  per  cent  of  the 
adult  population  are  sufferers, 
and  even  after  it  appears  to  have 
cleared  up  completely,  the  skin 
may  remain  sensitive  to  irritants. 

In  infants,  atopic  eczema 
usually  appears  on  the  face, 
scalp  and  nappy  area  first  as  red, 
weeping  lesions.  It  then  spreads 
to  the  knees,  inside  of  the 
elbows,  wrists,  ankles  and  then 
the  rest  of  the  body.  Like 
asthma,  breastfeeding  appears 
to  offer  some  protection  and 
may  delay  onset. 

Treatment 

The  first  line  of  treatment  in 
atopic  infants,  but  also  a 
mainstay  of  the  treatment  of 
chronic  eczema  in  all  ages  are 
emollient  moisturisers,  which 


not  only  hydrate  the  skin  and 
damp  down  itching,  but  also 
reduce  reliance  on  steroids. 

Dermatologists  consider 
ointmentsto  be  preferable  to 
water-based  creams  —  they  are 
essentially  more  hydrating  and 
creams  tend  to  require  the 
inclusion  of  a  preservative,  many 
of  which  are  known  allergens  — 
so  emulsifying  ointment  or  a 
50:50 combination  of  liquid 
paraffin  in  white  soft  paraffin  as 
in  Diprobase  or  Unguentum 
Merck  scores  over  aqueous 
cream,  though  some  patients 
may  feel  differently  and  express 
a  preference  for  aqueous  cream. 
Emulsifying  ointment  can  also 
be  used  as  a  bath  oil. 

The  older  preparations  are 
often  found  to  be  less 
acceptable  cosmetically  in  adult 
patients,  who  may  prefer 
alternatives  such  as  Oilatum  or 
Alpha  Keri.  Emollients  should  be 
used  asabathoil  inadaily  bath, 


as  a  soap  substitute,  skin 
cleanser  and  moisturiser  in 
everyday  use. 

When  scaling  is  a  particular 
problem,  a  product  containing 
urea  may  give  an  added  benefit. 

With  very  itchy  eczemas, 
paste  bandages  are  still  widely 
used.  Most  contain  zinc  oxide, 
which  has  both  the  beneficial 
astringent  effect  of  absorbing 
moisture,  but  is  also  soothing. 
Calamine,  which  also  has 
soothing  and  drying  qualities,  is 
found  in  some  bandages 
(Calaband  and  Quinaband), 
while  antiseptic,  antipruritic  and 
keratolytic  tar  and  the  generally 
better  tolerated  ichthamol  are 
still  widely  used  (Coltapaste, 
Ichthopaste). 

Paste  bandages,  as  well  as 
soothing  and  damping  down 
itching,  also  cover  the  pruritic 
area  preventing  further  trauma 
from  scratching. 

continued  on  p586 
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OF  35°C  TO  40°C  IT'S  100%  ACCURATE 
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FEVERSCAN  FROM  ROBINSON  HEALTHCARE  is  a 
reusable,  hygienic  and  highly  accurate  forehead  ther- 
mometer which  provides  a  fast,  safe  and  reliable  way  to 
take  a  temperature. 

FAST.  Only  fifteen  seconds  contact  with  the  forehead  is 
needed  for  an  accurate  temperature  reading,  and  there 
are  no  problems  with  accurately  reading  small  scales. 

SAFE.  Feverscan  is  strictly  non-invasive,  causing  no 
distress  or  discomfort  and  eliminates  the  danger  of 
broken  glass  and  mercury  ingestion. 

QUALITY.  As  a  quality  precision  instrument,  Feverscan 
is  tested  and  manufactured  to  highly  exacting  specifica- 
tions under  strict  quality  control  procedures.  In  fact, 
every  batch  of  Feverscan  strips  is  quality  tested  using 
sophisticated  equipment. 


ROBINSON 

T""l 
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 FOREHEAD  THERMOMETER 


Fast  and  Reliable 
Safe  and  Easy  to  use 


HP 


!ALTHCAM 


LIQUID  CRYSTALS.  Liquid  crystals  detect  heat  from 
the  blood  vessels  underneath  the  skin.  The  skin  blood 
flow  is  directly  related  to  the  body's  mechanism  for 
regulating  its  temperatures. 

CALIBRATED.  Feverscan  is  calibrated  to  correspond 
directly  to  core  temperature  variations.  The  forehead  is 
least  susceptible  to  vasoconstriction  caused  by  cold 
ambient  temperatures  compared  to  other  sites  and  is 
notably  free  oi      and  other  large  tissue  masses. 

FEVERSCAN   IN   PROFESSIONAL  HANDS.  Medical 

professionals;  paedriatricians  and  research  consultants, 
choose  Feverscan  for  their  trials  and  research  pro- 
grammes because  Feverscan  is  recognised  as  the  only 
thermometer  which  provides  the  consistent  reliability 
they  require  for  their  important  work. 

ROBNSON 

HEALTHCARE 


HIPPER  HOUSE 
CHESTERFIELD  S40  IYF 
UNITED  KINGDOM 


Selection  of  topical  steroid  preparations 

Very  Potent  (Group  I):  control  of  acute,  severe  lesions,  never 
indicated  as  routine  treatment 

Dermovate  clobetasol  propionate  0.05  per  cent 

Halciderm  halcinonide  0. 1  per  cent 

Nerisone  Forte  diflucocortolone  valerate  0.3  per  cent 

Potent  (Group  II):  used  intermittently  for  milder  acute  lesions 

Adcortyl  triamcinolone  acetonide  0.1  per  cent 

Betnovate  betamethasone  valerate  0.1  per  cent 

Diprosone  betamethasone  dipropionate  0.05  per  cent 

Locoid  hydrocortisone  1 7-butyrate  0, 1  per  cent 

Metosyn  fluocinonide  0.05  per  cent 

Nerisone  diflucortolone  valerate  0. 1  per  cent 

Propaderm  beclomethasone  dipropionate  0.025  per  cent 

Synalar  fluocinolone  acetonide  0.025  per  cent 

Moderately  potent  (Group  III)  maintenance  therapy  for  adults  and 
flare-ups  in  children 

Alphaderm  hydrocortisone  1  per  cent  with  urea 

Eumovate  elobetasone  butyrate  0.05  per  cent 

Haelan  flurandrenolone  0.01 25  per  cent 

Synalar  1 :4  fluocinolone  acetonide  0.00625  per  cent 

Mildly  potent  (Group  IV):  maintenance  therapy  and  areas  of 
enhanced  absorption  (face,  neck,  groin) 

Efcortelan  hydrocortisone  0.5-2.5  per  cent 

Modrasone  alclometasone  dipropionate  0.05  per  cent 

Synalar  1:10  fluocinolone  acetonide  0.0025  percent 

This  group  includes  all  products  containing  hydrocortisone  base  or 
acetate  0.1-2.5  percent 


Antihistamines  may  be 
added  at  night  to  control  itching 
that  causes  unconscious 
scratching.  In  this  case  a  sedative 
antihistamine  should  be  used. 
The  non-sedating  varieties  are 
much  less  effective. 

The  main  active  treatment  of 
eczema  where  simple  emollients 
are  insufficient  and  particularly 
during  flare-ups  remains  the 
topical  steroids. 

Corticosteroids  suppress  the 
inflammatory  reaction  at 
various  stages  —  they  decrease 
theformation  of  cellular 
exudates,  decrease  the 
granulation  reaction  and  have  a 
stabilising  effect  on  mast  cell 
granules.  However  they  should 
not  be  seen  as  a  cure  but  as 
symptom  relief  when  milder 
treatments  are  ineffective. 

Treatment  should  start  with 
the  lowest  strength  of  the  least 
potent  steroid  necessary. 
Nothing  stronger  than  1  percent 
hydrocortisone  should  be  used 
initially  on  facial  eczema, 
although  a  short  burst  of  a  more 
potent  steroid  may  be  indicated 
in  certain  circumstances. 

In  children,  treatment  will 
usually  feature  thegrouplVmild 
steroids  like  hydrocortisone  and 
possible  group  III  moderately 
potent  steroids  such  as 
elobetasone  butyrate 
(Eumovate).  Again,  a  short 
course  of  a  very  potent  group  I 
steroid  such  as  clobetasol 
propionate  (Dermovate)  or 
potent  group  II  steroid  such  as 
betamethasone  butyrate  0.05 
per  cent  (Betnovate)  may  be 
used  in  highly  infected  eczemas 
to  get  inflammation  quickly 
under  control,  before  a  milder 
steroid  can  be  brought  in. 

In  adults,  the  more  potent 
steroids  are  used  with  greater 
frequency,  but  again  for  as  short 
a  time  as  possible. 

Steroid  side-effects 

The  more  potent  the  steroid,  the 
more  care  required  in  its  use.  For 
example,  skin  atrophy  can  be  a 
problem  with  group  I  and  II 
steroids,  while  groups  III  and  IV 
are  rarely  the  subject  of  side- 
effect  reports. 

Absorption  through  the  skin 
is  especially  a  problem  in 
children  because  of  the  large 
surface  area /body  weight  ratio. 
As  many  as  one  in  five  children 
with  atopic  dermatitis  severe 
enough  to  require  hospital 
treatment  were  found  to  be 
suffering  from  short  stature 
caused  by  adrenocortical 
suppression. 

The  answer  is  to  use  the 
lowest  potency  steroid  necessary 
to  control  the  condition  in  the 
shortest  course  possible. 
Occlusion  of  the  area  can 
increase  the  absorption  of  a 
steroid  and  thiscan  bea 
problem  if,  say,  a 
hydrocortisone  product  is  being 
used  with  a  napkin  dermatitis. 

Patients  should  be  told  that 
any  steroid  should  be  thinly 
spread.  As  a  guide  to  quantities 
used,  on  a  twice  daily 
application  schedule,  an  adult 
will  need  50-60g  per  limb  each 
week.  Achild,ona  similar 
schedule,  will  require  25-40g  per 
limb  if  aged  10-15,  20-25g  per 
limb  if  aged  5-10  or  1 5-20g  per 
limb  if  aged  1-5. 


A  role  for  EPO 

Following  the  discovery  that 
children  with  eczema  had 
decreased  blood  levels  of  fatty 
acids,  clinical  trials  on  the  use  of 
evening  primrose  oil 
supplements  showed 
improvements  in  some  features 
of  the  disease,  notably  itch  and 
scaling,  in  some  patients.  Trials 
continue,  but  Epogam, 
containing  evening  primrose  oil, 
has  been  granted  a  product 
licence  for  the  symptomatic 
relief  of  eczema. 


Other  factors 

There  is  a  body  of  evidence  now 
which  suggests  that  various 
psychological  factors  may  play  a 
role  in  the  aetiology  of  eczema, 
perhaps  influencing  both  the 
severity  and  duration  of  acute 
flare-ups. 

Two  potential  pathways  have 
been  suggested.  The  first 
involves  stress  or  other 
emotional  factors  causing 
physiological  changes  such  as  an 
increased  permeability  of 
capillary  walls  leading  to  greater 
trauma. 

In  the  second  pathway,  the 
stress,  it  is  suggested,  reinforces 
habitual  scratching  behaviour, 
thereby  physically  exacerbating 
the  condition.  A  cycle  of  damage 
is  then  created  in  which  the 
discomfort,  frustration  and 
impaired  body  image  caused  by 
the  eczema  themselves  cause 
stress,  leading  to  further 
destructive  scratching. 

Doctors  are  now  coming  to 
the  conclusion  that  stress 
management  has  a  vital  role  to 
play  in  eczema  treatment,  and 
more  patients  these  days  are 
taught  relaxation  techniques  as 
well  as  mental  distraction  and 
behavioural  methods  of 
avoiding  the  itch/scratch  cycle. 

Seborrhoeic 
dermatitis 

This  closely  related 
inflammatory  disease  affects 
parts  of  the  body  with  sebaceous 
glands  and  chiefly  the  scalp, 
although  it  seems  the 
production  of  sebum  is 
unaffected.  The  typical  sufferer 
is  the  adult  male,  though 
prevalence  diminishes  after  40. 
There  appearsto  be  an 
association  with  the  yeast 
Pityriasis  capitis. 

Seborrhoeic  dermatitis 
features  dry  or  greasy  scales, 
mild  rednessand  itching.  As  well 
as  the  scalp,  it  often  extends  to 
the  eyebrows  and  the  bridge  of 
the  nose  and  the  area  behind 
the  ears. 

In  infants,  the  condition  is 
known  as  cradle  cap  (infant 
seborrhoeic  dermatitis), 
appearing  as  yellow  scales, 
chiefly  in  the  first  three  months 
of  life  and  rarely  after  a  year. 
Olive  or  arachis  oil  will  loosen 
the  scales,  which  can  then  be 
removed  by  washing  with  a  mild 
shampoo. 

Adult  treatment  consists  of 
using  medicated  shampoos.  A 
second  line  treatment  might  be 
a  tar-containing  shampoo,  with 
corticosteroids  reserved  only  for 
when  other  treatments  have 
failed. 


Contact  dermatitis 

Contact  dermatitis  or  exogenous 
eczema  can  be  caused  by  either 
irritants  or  allergens  and  can 
therefore  be  subdivided  into 
irritant  contact  dermatitis  and 
allergic  contact  dermatitis.  It  can 
be  either  acute  or  chronic. 

Primary  irritants,  such  as 
strong  acids  and  alkalis  and 
chemical  solvents,  which 
damage  the  epidermis  allowing 
penetration  of  the  substance  to 
cause  the  irritation,  can 
therefore  cause  an  eczematous 
reaction  after  only  a  single 
exposure.  Cumulative  irritants 
like  detergents  and  toiletries 
may  cause  the  same  reaction, 
but  only  after  repeated 
exposure.  An  atopic  eczema 
sufferer  appears  predisposed 
towards  developing  contact 
dermatitis. 

In  the  acute  phase,  the 
irritated  area  will  correspond 
with  the  point  of  contact  with 
the  irritant. 

People  in  certain  occupations 
are  prone  to  irritant  dermatitis, 
including  cleaners  and 
hairdressers  (detergents,  soaps, 
shampoosand  hair  treatments), 
rubber,  chemicals  and  textile 
workers,  car  workers,  interior 
decorators  (acids,  alkalis, 
industrial  solvents,  plastics  and 


rubber),  agricultural  workers 
(fertilisers)  and  building  workers 
(cement). 

In  allergic  contact  dermatitis, 
eczema  symptoms  will  only 
appear  after  sensitisation  to  an 
allergen  has  occurred,  a  process 
which  could  take  days  or  years  to 
develop.  Common  allergens 
include  hair  dyes,  local 
anaesthetics,  antihistamine 
creams,  nickel,  and  plants  such 
as  chrysanthemum. 

Symptoms  resemble  eczema 
and  treatment  is  essentially  the 
same.  However,  while  a  contact 
dermatitis  caused  by  a  primary 
irritant  may  require  a  dose  of  a 
potent  steroid,  the  vast  majority 
of  simple  contact  dermatitis 
cases  will  respond  well  to  over 
the  counter  treatment  with  1 
percent  hydrocortisone. 

Patients  should,  however,  be 
warned  that  after  an  episode  of 
contact  dermatitis,  skin 
resistance  may  be  lowered  for 
several  months,  and  continued 
use  of  emollients  and  soap 
substitutes  may  be  beneficial. 

The  National  Eczema  Society  has 
a  nationwide  network  of 
contacts  which  can  provide  help 
and  support  for  sufferers.  The 
National  Eczema  Society, 
Tavistock  House  East,  Tavistock 
Square,  London  WC1H9SR. 


Practical  advice 

Eczema  sufferers  should  be  advised  to: 

•  Use  soap  substitutes,  such  as  emulsifying  ointment 

•  Keep  a  moisturiser  handy 

•  When  showering  or  bathing,  warm  water  is  betterthan  hot, 
which  will  dehydrate  the  skin  and  cause  further  irritation.  Baths 
should  be  short 

•  After  bathing,  pat  the  skin  dry  with  a  smooth  rather  than  rough 
towel 

•  Keep  fingernails  short  and  clean  to  avoid  severe  scratching  and 
infection 

•  During  particularly  itchy  phases,  wear  cotton  gloves,  particularly 
at  night  to  avoid  unconscious  scratching.  Paste  bandages,  while 
messy,  damp  down  itching,  but  also  cover  the  itchy  area.  Similarly, 
cotton  clothing  is  preferable  to  synthetic  fibres  next  to  the  skin 

•  If  all  else  fails,  patting  skin  is  better  than  scratching  it 

•  Family  pets  may  make  the  symptoms  of  atopic  eczema  worse. 
Similarly,  house  dust  should  be  kept  to  a  minimum,  cross  sensitivity 
with  house  dust  mite  allergy  is  common  in  atopic  individuals 
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UCT  NEWS  .  NEW  PRODUCT  NEWS  .  NEW  PRODUCT  NEWS  .  NEW  PRODUCT  NEWS  .  NEW  PROD 


NUMARK  INTRODUCE  12  NEW  WAYS 
TO  BOOST  YOUR  SALES  NATURALLY. 


r      :  h 


Right  now  there's  a  big  trend  towards  natural 
hair  and  body  care  products  and  it's  set  to  grow 
even  more  in  the  future. 

So  there's  never  been  a  better  time  to  launch 
our  new  Natural  Range  of  glycerine  soaps, 
conditioners,  talcs  and  shampoos. 

Featuring  no  artificial  ingredients  or  animal 
testing,  these  quality  products  were  exclusively 
designed  for  Numark  with  attractive  matching 
fragrances  and  stylish  new  packaging. 


You'll  find  the  prices  are  eye-catching  as  well, 
with  the  shampoo  and  conditioner  at  85p,  the  talc 
at  89p  and  the  glycerine  soap  at  just  65p.  And  with 
profit  returns  of  30%  our  members  should  have  no 
problem  in  finding  a  natural  place  for  these 
products  on  their  shelves. 

These  are  just  the  first  fruits  of  a  range  that  is 
going  to  grow  and  grow.  So  if  you  want  to  know 
more  simply  contact  Trevor  Davies,  at  Numark  - 
naturally. 


PHARMACY  IS  HEALTHCARE  RETAILING 

NUMARK  MANAGEMENT  LTD,  NUMARK  HOUSE,  5/6  FAIRWAY  COURT,  AMBER  CLOSE,  TAMWORTH  BUSINESS  PARK,  TAMWORTH,  STAFFORDSHIRE  B77  4RP  TEL:  (0827)  69269 


An  arachis  oil  base  containing  paradichlorobenzene  and  chlorbutol. 

EARDROPS 

the  confident  way  to  unblock  ears 


Further  information  is  available  from 
Laboratories  for  Applied  Biology  Ltd 
91  Amhurst  Park,  London  N16  5DR 
Telephone  01-800  2252 

Cerumol®  is  a  registered  trade  mark 


Delivering  biopharmaceuticals 

An  increasing  number  of  large  molecule  drugs  are  coming  into  regular  use,  but  delivery 
methods  for  such  compounds,  other  than  the  parenteral  route,  still  have  a  Song  way  to  go, 
as  Professsor  S.S.  Davies  from  the  Department  of  Pharmaceutical  Sciences,  University  of 
Nottingham,  explained  recently  at  the  British  Pharmaceutical  Conference 


An  increasing  number  of 
biopharmaceutical  products  are 
becoming  available  as  the 
pharmaceutical  industry  takes 
the  science  of  molecular 
engineering  out  of  the 
laboratory  into  the  mainstream 
of  medicine.  Various 
polypeptides  and  proteins  such 
asgrowth  hormone,  interferon 
and  insulin,  are  probably  the 
best  known  examples  of  such 
products.  The  sulphated 
polysaccharides  such  as  heparin 
can  also  be  included,  as  can  the 
much  newer  "antisense"  agents 
in  the  form  of  oligonucleotides. 

However,  there  are  problems 
with  this  new  generation  of 
medicines.  While  having  a 
diverse  range  of  actions, 
biopharmaceuticals  have  a 
number  of  common  problems. 
Unlike  the  low  molecular  weight 
lipophilic  drugs  which  line  most 
dispensary  shelves, 
biopharmaceuticals  are 
macromolecules  and  usually 
hydrophilic.  As  a  result  they  are 
not  well  transported  across 
biological  membranes. 

They  can  exhibit  poor 
stability  and  small  changes  in 
structure  can  render  them 
inactive.  They  often  influence  a 
whole  variety  of  functions  in  the 
body  and  can  produce  unusual 
dose  response  relationships. 

Demanding 

Delivery  of  such  drugs  to  their 
site  of  action  can  be  demanding. 
Pulsed  delivery,  as  occurs 
naturally,  is  often  preferred  over 
conventional  controlled  release 
formulations.  For  some  of  the 
newer  agents  the  basic 
requirements  of  "how  much, 
how  often  and  where  to?"  are 
still  uncertain.  Delivery  for 
biopharmaceuticals  is  still  in  its 
infancy,  but  the  suggestion  that 
liposomes  will  solve  all  problems 
is  probably  unrealistic! 

The  larger  the  molecule  the 
greater  the  delivery  problems. 
For  some  molecules  employed  in 
a  one-off  situation  the 
parenteral  route  will  suffice.  For 
repeated  doses  other  routes  are 
preferable,  yet  75  years  after  the 
discovery  of  insulin  it  is  still  given 
exclusively  by  injection.  It  is  still 
the  only  reliable  way  insulin, 
with  its  narrow  therapeutic 
index,  can  be  safely  delivered 
into  the  circulation. 

In  contrast  calcitonin,  a 
molecule  of  similar  size,  hasa 
much  wider  therapeutic  index 
making  it  a  more  suitable 
candidate  for  non-parenteral 
modes  of  delivery.  Nasal  delivery 
systems  are  already  marketed  in 
certain  countries,  even  though 
the  bioavailability  of  this  route  is 
only  around  1  percent. 

Implant  systems  can  be  used 
successfully  for  polypeptides 
that  require  low  delivery  levels 
over  periods  of  weeks.  They 


have  been  used  successfully  for 
the  delivery  of  luteinising 
hormone  releasing  hormone 
analogues,  where  a  well  defined 
delivery  pattern  is  not  needed  so 
long  as  a  sufficient  quantity  is 
supplied. 

Non-parenteral  delivery 
systems  for  biopharmaceuticals 
are  clearly  an  attractive  goal. 
Attempts  to  deliver 
polypeptides  across  the  skin  and 
via  the  buccal  cavity  have  not 


contact  with  the  epithelial 
surface,  contact  with  the 
epithelial.  The  resultant 
availability  is  only  1-10  per  cent 
compared  to  the  im  or  iv  route. 

With  larger  molecules  such  as 
interferon  and  human  growth 
hormone  the  size  of  the 
molecule  precludes  effective 
delivery  unless  a  combination  of 
bioadhesion  and  an  enhancing 
agent  is  used.  These  need  to  be 
safe  and  effective  and  there  are 


Drug  manufacturing  techniques  arc  now  producing  large  complex 
molecules  for  which  suitahle  delivery  methods  do  not  exist 


been  impressive. 

The  nose  is  currently  in 
highest  favour.  The  tissue  is 
highly  permeable,  first  pass 
degradation  in  the  liver  is 
avoided  and  there  are  none  of 
the  destructive  effects  of  the  Gl 
tract.  Nasal  systems  for  LHRH 
analogues,  desmopressin, 
oxytocin  and  calcitonin  are 
available,  while  nasal  systems 
for  insulin  are  at  an  advanced 
stage. 

The  bioavailability  of  such 
products  relates  to  their 
molecular  weight.  Smaller 
molecules  can  be  absorbed 
without  the  need  for 
"enhancers"  otherthan 
bioadhesives  to  keep  them  in 


few  around.  In  general  the 
ability  of  absorption  enhancers 
to  improve  drug  uptake  can  be 
correlated  with  damage  to  the 
nasal  epithelium. 

The  lung  has  considerable 
potential  as  a  drug  delivery 
route.  Polypeptides  instilled 
directly  into  the  alveolar  region 
are  well  absorbed  with 
bioavailabilities  of  40  per  cent  or 
better.  The  major  problem  is 
depositing  the  drug  in  this  area. 
With  conventional  drugs  and 
existing  administration  devices 
figuresof  1 0  per  cent  deposition 
in  the  lung  and  1  percent  into 
the  alveolar  regions  are 
considered  to  be  the  norm. 

Greater  deposition  in  the 


lower  airways  can  be  achieved 
by  nebulisers,  but  this  means 
extended  administration  and 
patient  compliance  problems. 

Successful  delivery  via  the 
oral  route  is  an  important  goal 
but  is  hedged  around  with 
constraints.  The  barriers  to  the 
absorption  of  intact 
macromolecules  from  the  Gl 
tract  are  formidable.  There  is 
rapid  enzymic  degradation  in 
the  lumen,  at  the  surface  of  the 
small  gut,  and  even  if  these 
losses  can  be  overcome  the 
molecule  can  be  subsequently 
metabolised  in  the  liver. 

Small  quantities  of 
macromolecules  can  be  found  in 
the  circulation  after  oral 
delivery,  but  only  fractions  of  a 
percent.  Realistically,  for  some 
biopharmaceuticals  a  low  but 
reliable  and  safe  oral  delivery 
system  may  be  acceptable, 
depending  on  the  molecule's 
therapeutic  index. 

The  present  state  of  the  art 
teaching  says  absorption  of 
macromolecules  can  be 
increased  by  protecting  the 
molecule  (eg  the  addition  of  a 
protease  inhibitor  to  insulin) 
and  modifying  cell  membranes 
with  enhancers  to  affect 
transport  processes.  In  most 
cases  the  effects  are  unspecif  ic. 

A  compromise 

Workers  in  Nottingham  have 
concluded  that  the  small 
intestine  is  not  an  appropriate 
site  for  the  effective  absorption 
of  macromolecules.  The  rapid 
transit  of  drugs  through  this 
area  probably  means  that  harsh 
absorption  promoting  agents 
will  be  required  to  ensure 
sufficient  uptake  in  the  time 
available.  Rectal  delivery  is 
often  associated  with  poor 
patient  compliance,  especially 
for  chronic  or  prophylactic 
therapy. 

The  large  intestine  seems  to 
provide  an  acceptable 
compromise.  The  region  is  low 
in  endogenous  digestive 
enzymes  and  provides  long 
transit  times.  The  solid  content 
is  surprisingly  low,  so  it  should 
be  possible  to  create  a  high  local 
concentration  of  drug. 

A  number  of  methods  exist 
for  colonic  delivery,  some  based 
on  coating  oral  dosage  forms 
and  relying  on  natural  factors 
such  as  pH  and  transit  time  to 
achieve  delivery.  Others  exploit 
the  change  in  redox  potential 
between  the  large  and  small 
bowel,  or  specific  intestinal 
flora. 

So  while  an  increasing 
number  of  biopharmaceuticals 
are  likely  to  become  available, 
prescribing  outside  the  hospital 
or  clinic  is  still  some  way  off  — 
the  lack  of  delivery  methods 
suitable  for  use  in  the 
community  has  to  be  overcome. 
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Trimming 

s  stock 


Prudent  businesses  in  times  of 
recession  look  to  keep  their  costs 
to  a  minimum  and  for  retail 
businesses  that  means  having  as 
little  money  as  possible  tied  up 
in  surplus  stock.  But  what  do 
people  mean  by  "surplus 
stock"?  In  practical  terms  it  has 
two  primary  characteristics:  it  is 
stock  which  you  can  neither  sell 
nor  dispense  and  stock  which  is 
moving  at  an  unacceptably  low 
rate. 

Remember,  too,  that  stock 
can  be  surplus  for  reasons  within 
or  outside  your  control  or  partly 
so. 

The  first  and  searching 
question  to  ask  is  "why  is  the 
stock  surplus?"  Is  it  due  to  a 
faulty  buying  decision,  to  a 
change  in  doctors'  prescribing, 
or  what?  Everyone  in  retail 
pharmacy  makes  buying 
mistakes,  butthese should  be 
corrected  at  the  very  earliest 
moment  possible. 

The  object  of  dealing  with 
surplus  items  should  be  to 
convert  them  into  cash  for 
reinvestment  inside  pr  outside 
the  pharmacy. 


Pushing  costs  down  is  the  name  of  the  game 
when  trade  is  not  as  brisk  as  it  might  be,  and 
reducing  excessive  stock  holdings  can  make  an 
important  contribution.  Eric  Jensen,  B  Com, 
MPharmS,  takes  a  close  look  at  how  to 
recognise  these  surpluses  and  offers  advice  on 
how  to  dispose  of  them 


The  multiplier 

There  are  two  basic  concepts 
worth  bearing  in  mind.  Most 
people  will  recognise  the  cost  of 
holding  stock,  but  there  is  also 
the  multiplier  principle  to 
consider  when  taking  decisions 
about  surplus  stock  disposal. 

Every  day  you  hold  on  to 
surplus  stock  in  the  hope  that  it 
will  eventually  move  is  costing 
you  money.  In  addition  there  is 


the  psychological  annoyance  of 
being  reminded  of  the  problem! 

However,  the  application  of 
the  multiplier  principle  shows 
how  much  a  retailer  can  afford 
to  reduce  the  price  of  stock  in 
order  to  turn  it  into  cash.  For 
ease  of  calculation  suppose 
there  isjust  £100  worth  of 
surplus  stock  to  tackle;  in  many 
pharmacies  a  realistic  figure 
would  be  at  least  ten  times  this. 

Suppose  we  are  able  to 


obtain  £50forthis  stock,  that  is 
half  the  cost  price  of  £100.  Ifthis 
£50  is  re-invested  in  good-selling 
stock  showing  33 Vi  per  cent 
profit  on  cost  or  25  per  cent  on 
selling  price  it  can  grow  to 
£66.66  in  two  months.  I  have 
assumed  a  rate  of  stockturn  of 
six  times  a  year. 

If  the  £66.66  is  reinvested  in 
good-selling  stock  after  another 
two  months  and  this  process  is 
repeated  each  two  months  for  a 
year  our  original  £50  will  have 
grown  to  an  impressive  £277. 
The  wonders  of  the  equivalent 
of  compound  interest! 

From  the  theoretical  example 
given  we  can  see  the  advantage 
of  prompt  action  in  dealing  with 
idle  or  surplus  stock.  And  tine 
quicker  we  act  the  sooner  we 
save  the  overheads  by  holding 
stock  as  well  as  profiting  by  the 
multiplier. 

Stock  into  cash 

Here  are  some  suggestions  on 
turning  surplus  stock  into  cash: 
•  If  a  retailer  is  satisfied  that 
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the  fault  does  not  lie  in  the 
merchandising  of  OTC  stock  it 
may  be  worth  it  at  a  reduced 
price.  Bear  in  mind  that  resale 
price  maintenance  still  applies 
to  medicines.  Apart  from  that 
we  might  not  want  to 
antagonise  suppliers! 

•  With  prescription  items, 
consultation  with  the  doctors 
could  help  solve  the  problem.  It 
would  be  helpful  in  avoiding 
dispensary  stock  difficulties  if 
doctors  were  to  give  you 
advance  notice,  where  possible, 
of  impending  changes  in  their 
prescribing. 

•  Where  appropriate,  the 
goods  could  be  given  away  to, 
say,  a  charity  and  goodwill 
gained.  Clearly  this  would  not 
be  possible  where  dangerous 
articles  are  involved  or  those 
subject  to  legal  controls. 

•  The  items  might  be 
destroyed.  Here  again  the  law 
must  be  observed  for  controlled 
drugs. 

•  The  goods  might  be  returned 
to  the  supplier  for  credit,  part 
credit,  or  exchange.  Care  should 
be  taken  to  ensure  that  goods 
taken  in  exchange  will  not 
present  problems  in  the  future. 
When  part  credit  is  offered, 
keep  in  mind  the  multiplier 
principle.  The  deal  proffered  by 
a  supplier  will  naturally  be 
influenced  by  how  much  your 
business  with  the  firm  is  valued. 

•  Goods,  OTC  or  dispensary, 
which  are  surplus  in  one 
pharmacy  are  sometimes  good 
stock  in  another.  Pharmacists  in 
a  locality  can  co-operate  with 
one  another  to  mutual  benefit. 
If  wider  publicity  is  needed,  the 
services  of  the  NPA  are 
extremely  valuable. 

•  Business  people  tend  to  hate 
admitting  to  mistakes  in  buying; 


many  hold  on  to  goods  which 
are  unsaleable  in  the  hope  that 
they  will  eventually  sell. 
However,  such  a  policy,  or  lack 
of  policy,  can  affect  more  than 
the  cash  position;  if  customers 
notice  old  stock,  goodwill  can  be 
adversely  influenced.  If  the 
articles  are  hidden  away  from 
customer  view  they  can  be 
forgotten;  goods  which  might 
have  been  sold  at  a  discount 
could  then  become  a  total 
instead  of  a  partial  loss. 

•  The  services  of  dealers  in 
surplusstockscould  be  enlisted. 
Here  it  is  particularly  important 
to  beware  of  infringing  the 
stringent  laws  governing  the 
handling  of  many  items  in  the 
stock  of  a  pharmacy.  And  take 
note:  goods  disposed  of  in  this 
way  are  usually  very  heavily 
discounted. 

•  The  help  of  specialist 
pharmaceutical  valuers  can  be  of 
assistance.  Unlike  general 
dealers  they  are  familiar  with 
pharmacy  stocks,  their  value  and 
saleability.  They  might  have  on 
their  register  prospective  buyers 
of  stock  for  disposal:  their  wide 
connections  provide  a  large 
market. 

•  Advertisements  in  the 
pharmaceutical  Press  could  help 
find  a  buyer,  especially  for  large 
quantities  of  stock. 

•  When  an  entire  stock  is  for 
sale,  due  perhaps  to  closure  of  a 
pharmacy,  carriage  charges  will 
be  high.  A  local  sale  would 
probably  therefore  be  the  most 
economic.  The  NPA  branch  for 
the  area  and  the  RPSGB  branch 
would  seem  to  offer  the  best 
prospects  for  bringing  the 
matter  to  the  notice  of  potential 
buyers. 

Disposal  of  surplus  stock 
along  the  lines  mentioned  will 
affect  your  gross  percentage 
profit  and  accounts  for  the  year 
involved  —  unless,  of  course, 
you  are  fortunate  or  clever 
enough  to  obtain  full  credit. 

Any  substantial  variation  in 
the  gross  percentage  might 
attract  the  attention  of  the 
Inland  Revenue,  so  a  careful 
record  of  why  the  gross  margin 
has  fallen  and  of  the  loss 
sustained  by  the  disposal  of 
stock  should  be  at  hand  to 
answer  any  query.  Consult  your 
accountant.  The  query  might 
not  arise  for  the  year  of  the 
actual  fall  in  gross  but  in  the 
following  year  when, 
presumably,  the  gross  shows  an 
increase  back  to  normal. 

It  is  worth  stressing  that  the 
closure  stock  for  one  financial 
year  is  the  opening  stock  for  the 
next  year,  so  two  years  are 
affected  by  the  stock  disposal. 

The  golden  rule 

What  emerges  from  what  has 
been  said  is  that  the  golden  rule 
is  action  over  surplus  stock 
should  be  both  quick  and 
decisive.  Every  pharmacy  is 
bound  to  have  some  surplus.  If 
the  amount  is  large  or  if  the 
problem  is  recurrent,  take  action 
on  two  fronts.  One,  re-assess 
your  buying  policy.  Two,  check 
on  your  merchandising.  These 
are  of  course  linked.  Also,  keep  a 
close  check  on  rate  of  stockturn, 
not  simply  overall,  but  for  all 
sections  of  stock. 
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Due  to  our  commitment  to  total  customer  satisfaction  we  are 
recalling  and  replacing  the  following  batches  of  Cuxson  Gerrard 
Belladonna  Plasters.  You  may  identity  the  batch  numbers  from  the 
box  or  on  each  individual  plaster  which  both  carry  the  Lot  number 
of  five  numerals.  The  batch  number  is  the  first  twi  >  numerals,  e.g.  Lot 
no.  41508  is  from  batch  41. 


Catalogue  No. 

BEL  250 
BEL  200 


Plaster  type 

Large  white  cloth 
Small  white  cloth 


Batch  Numbers 

39, 40, 41, 42  only 
41 ,42  only 


During  storage  some  of  these  plasters  are  exhibiting  reduced  levels 
of  adhesion  that  do  not  meet  our  stringent  quality  standards.  NO 
OTHER  BATCHES  ARE  AFFECTED.  Orders  for  Belladonna 
plasters  may  be  placed  on  your  wholesaler  as  normal. 

Please  return  any  stock  you  may  have  of  only  the  above  batch 
numbers  of  white  cloth  product  to:— 

Belladonna  Exchange 

Cuxson,  Gerrard  &  Co.  (Dressings)  Ltd., 

FREEPOST 

Fountain  Lane 

Oldbury 

Warley,  West  Midlands 
B69  3BB 

Enclose  your  full  name  and  retail  pharmacy  address.  We  will  replace 
the  returned  stock  by  return.  Should  you  have  any  queries  please 
contact  Mr  Paul  Field  on  021  544  71 1 7.  Thank  you  for  your  help. 


SHARPEN  UP 
YOUR 
PROFITS 
WITH 
MURRAYS. 


Murrays 
Manicure  and 
Beauty  accessories  are 
the  first  choice  of  retailers  all 
round  the  country.  And  no  wonder:  their 
bright,  attractive  packaging  ensures  they  move 
fast  off  the  displays,  and  they're  quality  products  from  the 
most  extensive  manicure  range  available.  Best  of  all  is  the 

price,  which  leaves  plenty  of 
room  for  a  very  attractive  profit. 
All  backed  up  by  rapid  delivery, 
fast  service  and  a  name  you 
can  rely  on.  Call  the  number 
below  now  for  details 


FOR  FURTHER 
INFORMATION 
TELEPHONE  0703 
268444  NOW. 


Paul  Murray  ttd,  School  Lane,  Chandlers  Ford,  Hants,  S05  3YN 
Chandlers  Ford  (0703)  268444  Fax:  107031  261946 
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Pharmacists  are  reminded  that 

the  dispensing  of  EUSAPRIM  in 
response  to  a  prescription  for  SEPTRIN 
is  a  breach  of  the  code  of  ethics  of  the 
Pharmaceutical  Society  which 
specifically  states  in  paragraph  1.4(H) 
that  the  drug  dispensed  must  be  precisely 
that  which  has  been  prescribed,  except 
when  substitution  is  made  with  the 
permission  of  the  prescribing  doctor,  or 
in  an  emergency.  The  application  of 
this  rule,  even  to  products  imported 
under  a  PL(PI)  was  upheld  by  the 
European  Court. 

In  addition,  such  conduct 
may  amount  to  an  infringement  of 
trade  mark  rights. 

In  particular,  it  is  an  infringement 
of  Wellcome's  rights  in  the  registered 
trade  mark  SEPTRIN  to  apply  the  mark 
SEPTRIN  to  tablets  being  sold  or 
dispensed  when  such  tablets  were 
originally  marketed  under  the  name 
EUSAPRIM. 

Over  the  last  few  years  Wellcome 
has  had  cause  to  initiate  proceedings 
against  a  number  of  pharmacists, 
importers  and  wholesalers  who  were 
engaging  in  this  practice,  and  who  have 
all  settled  with  Wellcome  by  giving 
undertakings  not  to  repeat  such  conduct, 
and  by  paying  agreed  sums  towards  costs 
and  damages. 

Wellcome  will  continue  to 
take  actions  to  protect  its  intellectual 
property  rights. 

Septrin  and  Eusapnm  are  Trade  Marks  of  The  Wellcome  Foundation  Ltd 


Wellcome 

The  Wellcome  Foundation  Limited, 

Unicorn  House,  160  Euston  Road, 
London  WCI  2BP 


STATUTORY  COMMITTEE 


Reprimand  for  pharmacist 
who  fondled  assistant 


A  pharmacist  who  owned  up  to 
fondling  a  teenage  assistant's 
breasts  just  before  closing  time  at  an 
Altrincham  pharmacy,  has  been 
reprimanded  by  the  Statutory 
Committee. 

Twenty-nine  year  old  Ismail 
Nagdi,  of  171  Seymour  Grove,  Old 
Trafford,  Manchester,  trapped  the 
1 7-year-(  >ld  part-time  sales  assistant 
in  a  tiny  storeroom  before  forcibly 
groping  her  breasts.  "This  sort  of 
behaviour  took  place  inside  a 
pharmacy  that  was  open  to  the 
public.  It  disgraces  the  profession," 
commented  Gary  Flather  QC, 
chairman  of  the  Committee. 

Mr  Nagdi,  who  initially  denied 
everything  when  quizzed  by  police, 
was  eventually  fined  £250  with  £200 
costs,  and  ordered  to  pay  £200 
compensation  to  the  victim.  He 
admitted  indecently  assaulting  the 
girl  at  the  Pelican  Pharmacy  in 
Timperley,  on  July  25  last  year, 
when  he  appeared  at  Manchester 
Crown  Court  in  December. 


The  victim,  a  student  who 
worked  nights  and  weekends  at  the 
pharmacy,  told  police:  "I  went  into 
the  stock  room  to  switch  off  the 
lights.  He  came  towards  me, 
grabbing  my  breasts  with  one  hand 
and  holding  me  with  the  other."  She 
broke  free  from  his  grasp  after  he 
kissed  her  neck  in  the  tiny  room  and 
ran  to  her  aunt's  house  nearby 
where  she  phoned  the  police,  telling 
them  "I  couldn't  stop  shaking  from 
the  shock". 

She  said  the  final  attack  occured 
after  weeks  of  the  pharmacist 
continually  rubbing  himself  up 
against  her,  smacking  her  bottom 
and  paying  her  compliments.  "I  do 
feel  bad,  obviously,"  said  Nagdi, 
who  now  works  in  a  Manchester 
pharmacy,  supporting  his  wife  and 
child  as  well  as  his  parents.  "It  will 
never  happen  again." 

The  Committee  said  he  was  unfit 
to  be  on  the  Register,  but  took  a 
lenient  view  because  of  his  age  and 
previously  unblemished  character. 


Pharmacist  reprimanded 
after  supplying  schoolboy 


An  explosion  in  a  teenager's  garden 
shed  led  to  the  arrest  of  a  Saffron 
Walden  pharmacist,  the  Statutory 
Committee  heard  last  week. 

Vinodrai  Padhiar,  whose 
pharmacy  is  at  36,  High  Street, 
Saffron  Walden,  Essex,  was 
reprimanded  by  the  Committee 
following  his  appearance  in  relation 
to  two  sets  of  convictions  from 
Croydon  Magistrates  Court.  The 
case  was  a  resumed  hearing  from 
February,  when  the  Committee 
hoped,  in  the  intervening  time  he 
would  "get  back  on  an  even  keel." 

Mr  Padhiar  of  8  Riding  Hill, 
Sanderstead  was,  on  July  10, 1989, 
convicted  of  four  charges  of  over- 
selling Dexedrine  tablets  to  an 
addict  from  his  Sanderstead 
pharmacy,  since  sold.  On  the  same 
occasion  he  was  convicted  of  failing 
to  make  a  proper  note  of  such 
supplies.  For  each  he  was  fined 
£200  and  ordered  to  pay  £30  costs. 

On  January  9  last  year,  he 
admitted  four  charges  in  relation  to 
selling  drugs  —  Stemetil  tablets, 
strychnine,  diazapam  and 
temazapam  to  16-year-old  Simon 
Horwell.  He  was  conditionally 
discharged  and  ordered  to  pay  £30 
costs. 

The  Committee  also  heard  that 
between  June  and  July  1989  he 
supplied  Mr  Horwell  with  a 
combination  of  chemicals,  which 
brought  to  notice  the  earlier  matters 
after  the  explosion. 

The  addict  had  previously  been 
prescribed  42  tablets,  but  it  was 
later  reduced  by  half.  He  continued 
to  ask  for  42.  Mr  Padhiar  said  he 
could  not  explain  why  he  gave  in. 

Simon   Horwell   had  been 


referred  to  Mr  Padhiar  by  his  school 
for  two  week's  work  experience,  and 
had  wanted  to  do  experiments  on 
the  properties  of  different 
compounds. 

An  inspector  for  the  Society, 
Martin  Ibbitt,  had  no  complaints 
concerning  Mr  Padhiar's  pharmacy 
since  his  last  appearance. 

Mr  Richard  Budworth  said  his 
client's  well  being  was  completely 
restored,  while  chairman  Mr  Gary 
Flather  QC  said:  "Your  serious 
depressive  illness  led  you  to  be  more 
trusting"  of  a  "manipulative  and 
cunning"  young  man. 

Restoration 
bid  fails 

A  successful  pharmacist  who 
conned  the  NHS  by  writing  out 
bogus  prescriptions,  failed  in  a  bid 
to  win  back  professional  status. 

Philip  Palmer,  of  60  Langland 
Bay  Road,  Swansea,  admitted  12 
counts  of  obtaining  property  by 
deception  at  Swansea  Crown  Court 
in  August  1989,  and  was  fined 
£3,000  with  £20,000  costs.  He 
insisted  to  the  Statutory  Committee 
that  carry  out  the  deceptions  were 
not  for  monetary  gain.  "My  partner 
and  I  had  1 1  successful  practices. 
Pecuniary  gain  was  not  my 
objective,"  he  said. 

The  Committee  decided  not  to 
restore  him  to  the  Register  and 
chairman  Gary  Flather  QC  said:  "It 
would  be  a  poor  precendent  if  the 
deception  was  to  be  overlooked  and 
the  applicant  restored  after  a  period 
of  one  year." 
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Businessmen 


AAH's  Link  PoS 
to  launch  in  1992 


AAH  used  a  Chemex  Press 
conference  to  sign  the  official 
contracts  for  the  development  of 
their  EPoS  system.  AAH  marketing 
director  Alan  Turner  said  Pink  PoS 
would  be  a  "bespoke  system, 
developed  specifically  for  retail 
pharmacy."  In-pharmacy  trials  start 
next  week;  with  full  commercial 
versions  available  next  year. 

The  development  links  AAH 
with  computer  giants  ICL  — 
providers  of  AAH's  £4.2m  Series  39 
SX  mainframe  system  as  well  as 
DRS300  cluster  controllers  for  its 
branches  —  EPoS  software 
specialists  PoS  Halifax  and 
maintenance  contractors  Granada 
Microcare  in  a  deal  estimated  to  be 
worth  in  excess  of  £2.5  million  over 
the  next  12  months. 

For  AAH,  the  announcement  of 
Link  PoS  follows  the  launch  earlier 
this  year  of  the  Linkage  IBM-clone 
personal  computer  and  the  Linktop 
portable  system  —  which  have 
provided  "a  solid  platform  for  the 
development  of  Link  II.  The  arrival 
of  Link  PoS  will  complete  this 
structure."  said  Mr  Turner. 

Key  to  AAH's  philosophy  is  that 
EPoS  should  not  be  concerned 
solely  with  the  collection  of 
management  data,  but  also  its 
processing  and  management. 

AAH  intends  to  make  the  most 
of  electronic  data  interchange  (EDI) 
networks.  Mr  Turner  said  the  deal's 
continuity  meant  that  pharmacists 
would  be  able  to  collect  PoS  data, 
send  it  up  a  telephone  line  to  the 
AAH  computing  centre,  where  it 
could  be  put  through  special 
software  packages  to  produce,  say, 
personalised  pharmacy  piano- 
grams,  which  would  then  be  sent 
back  down  the  line  to  the  pharmacy. 

Access  to  banking  networks 
could  also  he  arranged.  Mr  Turner 
envisaged  AAH  Link  PoS 
custi  imers  being  able  t<  >  make  use  of 
facilities  to  present  banks  with 
information  in  the  form  in  which 
they  want  to  use  it;  the  company 
might  then  be  in  a  position  to 
bargain  for  reduced  banking 
charges  for  pharmacists  handling 


cash-less  transactions. 

Because  Link  PoS  is  not 
available  for  purchase  until  early 
next  year  some  might  say  AAH  were 
"behind  the  game",  said  Mr  Turner. 
"But  we  have  evaluated  many  of  the 
systems  on  the  market  now  and 
have  received  offers  from  many  well- 
known  suppliers,  but  have  not  seen 
any  real  benefits  to  pharmacy.  We 
have  not  been  willing  to  commit 
ourselves  to  systems  we  consider  to 
be  untested,  untried  and 
unsuitable," 

AAH  will  be  introducing  several 
systems  —  made  up  of  different 
software  packages  and  hardware 
configurations  —  into  then- 
franchise  branches  next  week. 

Summing  up,  AAH  Holdings 
executive  director  Bill  Revell  said: 
"Our  approach  must  be  cautious 
and  properly  planned  if  we  are  to 
minimise  any  chance  of  customer 
disappointment.  It's  good  publicity 
for  our  competitors  to  be  the  first  to 
offer  EPoS  to  pharmacy."  He  said 
AAH  were  happy  to  swap  "short- 
term  headlines"  for  the  best  system. 

Agreements  marking  the  deal 
were  signed  by  Mr  Revell,  ICL  UK 
retail  systems  director  Warwick 
Morgan,  PoS  Halifax  managing 
director  Keith  Hartley  and  Granada 
Microcare  managing  director 
Richard  Middleton. 


Numark  goto 
ICL for EPoS 

Numark  have  announced  the 
selection  of  ICL,  as  the  hardware 
supplier  for  their  planned  pharmacy 
EPoS  system.  The  voluntary  trading 
organisation  plans  to  announce  the 
software  package  on  November  3. 

"We  believe  we  are  the  first  UK 
company  to  form  a  partnership  with 
this  world  class  player  for  EPoS  in 
the  retail  pharmacy  environment," 
says  Numark  managing  director 
Terry  Norris.  ICL  believe 
themselves  to  be  the  number  one 
EPoS  hardware  supplier  in  the  UK. 


David  Bower  (left),  general  manager  of  Derby-based  manufacturer, 
wholesaler  and  retailer  Daniels,  explains  the  company's  relationship  with 
Numark  to  Corporate  Affairs  Minister  John  Redwood  who  was  visiting 
Daniels  as  part  of  a  Department  of  Trade  and  Industry  fact-finding  mission 
to  successful  East  Midlands  businesses.  The  company  was  chosen  because 
of  its  export  success  —  its  ophthalmic  products  go  to  over  40  countries. 
Chief  executive  Richard  Wood  says  he  took  the  opportunity  to  demonstrate 
to  the  Minister  how  a  successful  regional  wholesaler  works.  "And  we  were 
able  to  present  a  strong  case  for  the  cause  of  independent  pharmacy  as  a 
whole,"  he  adds 


Walker  splits  with  Unichem 


David  Walker,  Unichem's 
management  services  director,  has 
resigned  to  pursue  other  business 
opportunities  after  18  years  with  the 
company. 

Mr  Walker  joined  Unichem  in 
1973  as  data  processing  manager 
after  a  career  in  computing  and  was 
appointed  to  the  Board  in  1979.  He 
oversaw  the  introduction  of 
Unichem's  sophisticated  computer 
controlled  ordering  systems  and  in 
recent  years  has  represented 
Unichem  on  various  industry 


matters,  and  is  regarded  as  an 
expert  on  European  wholesaling 
matters. 

Unichem  chief  executive  Peter 
Dodd  said  of  Mr  Walker:  "He  has 
made  a  valuable  contribution  to 
Unichem's  success  over  the  past  18 
years  and  I  shall  personally  miss  him 
as  a  respected  colleague  and  Board 
member." 

Unichem  last  week  announced 
that  finance  director  Jeff  Harris  was 
stepping  up  to  take  a  deputy  chief 
executive  role. 


Sterwin  go  'independent* 


Sterwin  Medicines  were  showing 
their  independence  at  Chemex  '91. 
The  company  is  now  operating 
separately  from  its  erstwhile  senior 
partner  Sterling  Health  as  a  direct 
result  of  the  Sterling  Sanofi 
worldwide  alliance. 

Under  the  alliance  the  OTC  side 
of  the  businesses  are  to  split  off  and 


become  stand-alone  businesses. 
The  split  legally  takes  effect  from 
January  1992,  but  to  prepare  for  the 
event  Sterwin  effectively  became 
independent  on  September  1  and  is 
now  operating  as  a  subsidiary  of 
Sanofi  Wintrop. 

A  sales  force  of  eight  are  selling 
the  generic  range. 


1 


Absolute  Alcohol 

Synthetic  quality  available  to  British  and  all  well  known  International  Specifications  and  Pharmacopoeias 


HAYMAN  LIMITED 

FORMERLY  JAMES  BURROUGH  (FAD)  LTD 
70  EASTWAYS  INDUSTRIAL  PARK,  WITHAM,  ESSEX  CM8  3YE,  ENGLAND  TEL:  0376  51  7517 
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W-L  unveil 
task  force 

Warner  Lambert  have  announced 
the  creation  of  a  new  team  of 
national  account  managers  to  deal 
directly  with  the  commercial  needs 
of  key  customers  within  the  NHS. 

The  new  team  will  operate  as  a 
distinct  business  unit,  fully 
autonomous  and  separate  from  the 
Warner  Lambert  sales  force.  Their 
customers  will  include  regional  and 
district  pharmaceutical  officers, 
family  health  services  authorities' 
managers  and  independent  medical 
advisors  as  well  as  community 
pharmacists  and  wholesalers. 

The  company  describes  the 
team's  brief  "to  work  closely  with 
these  customers  to  advise  on 
purchasing  choices  and  to  assist 
them  in  charting  a  course  through 
the  minefield  of  a  more 
commercially  orientated  NHS." 


Sterling  split 
for  pharmacy 

Sterling  Health  have  split  their 
grocery  and  pharmacy  sales 
operations.  For  pharmacy  sales 
director  Tony  Philp  heads  a  team  of 
four  regional  managers  who  direct 
a  22-strong  territory  team. 

Roger  Beazer  and  Tom  Reid 
will  develop,  respectively,  Sterling's 
wholesale  and  multiple  business: 
Andrew  Sturton  will  control  the 
Educate  programme  and 
promotions. 

Tony  Philp  says  there  will  be 
upweighted  support  for  analgesic 
brands,  and  a  major  commitment  to 
enhancing  their  GI  product  range. 


Counter  Cap 
compliance 

American  company  Senetics  are  in 
the  process  of  marketing  a  new 
compliance  device  Counter  Cap  to 
pharmaceutical  companies  as  a 
customised  packaging  component 
and  marketing  tool. 

Counter  Cap  fits  over  the  cap  of 
any  medicine  container  to  help 
patients  keep  track  of  taking  their 
medication.  It  does  so  by 
automatically  counting  each  time 
the  bottle  is  opened.  A  window 
indicator  displays  the  number  of 
times  the  medication  has  been 
taken.  The  cap  can  be  designed  to 
work  with  any  dosage  regimen. 

Senetics  quote  statistics  from 
the  National  Council  on  Patient 
Information  and  Education,  who 
say  that  up  to  half  of  all 
prescriptions  are  taken  incorrectly. 

Senetics  president  Gage  Garby 
set  up  the  company  in  1988  to 
develop  Counter  Cap  from  an  idea 
his  father  had  in  1969.  Product 
samples  can  be  obtained  from 
Senetics  Inc,  75  Manhatten  Drive, 
Suite  105,  Boulder,  Colorado 
80303.  Tel:  303  494  4218. 


Medicopharma  ISIV  first  half 
losses  confirmed 


Financial  losses  forecast  by  the 
Dutch  Press  for  Medicopharma  NV, 
the  Dutch  parent  company  of  the 
UK  wholesaling  group,  have  been 
confirmed  by  1991  first  half  results 
showing  a  35  million  Guilder 
(around  £10m)  loss. 

Sales  in  the  corresponding 
period  in  1990  were  more  than 
double  at  DFL747m  (1990  DFL 
352m).  Gross  profit  was  up  16  per 
cent  at  DFL  80.2m. 

Costs,  however,  have 
accelerated,  and  have  turned  the 
gross  profit  into  a  pre-tax  loss  of 
over  DFL  15m  on  ordinary 
operations,  compared  to  a  DFL 
9.7m  profit  last  year. 

Medicopharma  say  the  loss 
mainly  reflects  the  results  from 
Pemax  in  the  United  States  and 
their  dental  division,  but  they  say 
that  pharmaceutical  wholesaling  in 
the  Netherlands  was  also  under 


pressure  and  interest  charges 
considerably  higher. 

The  company  has  also  added  a 
DFL  21.7m  extraordinary 
provisions  item  to  the  balance  sheet 
to  cover  the  costs  of  its  restructuring 
programme  for  Pennax  and  the 
dental  division,  leaving  a  net  result 
lor  the  half  year  of  a  loss  of 
DFL35.27m. 

The  company  adds  that  its 
wholesaling  operation  will  remain 
under  pressure  in  the  second  half  of 
the  year,  mainly  through  the  launch 
of  the  Drug  Reimbursement 
Scheme.  It  predicts  an  operating 
profit,  but  a  net  loss  for  the  second 
half  after  interest  charges. 

Medicopharma  say  they  are 
negotiating  with  third  parties  with 
the  aim  of  achieving  a  structural 
strengthening  of  shareholders 
equity.  The  company  expects  to 
return  to  profit  in  1992. 


Channel  and  Intersoft  join 
forces  at  Chemex 


Channel  Business  Systems  and 
Intersoft  took  the  opportunity  of 
Chemex  to  announce  they  are 
merging  to  form  Channel  Pharmacy 
Systems.  The  move  follows  a  parting 
of  the  ways  for  Fairscan  and 
Intersoft. 

The  new  combined  Channel 
Pharmacy  Systems  (CPSL)  is  to 
operate  exclusively  in  the  pharmacy 
field.  The  company  is  launching  a 
new  system  called  Monarch, 
bringing  together  the  established 
Multipos  EPoS  system  and  the 
Charm  dispensary  and  head  office 
system. 

The  labelling  system  previously 
marketed  by  Intersoft  has  been 
discontinued,  but  established 
customers  will  not  be  left  in  the 
lurch.  A  free  upgrade  is  offered  for 
owners  of  the  existing  Intersoft 
system,  and  there  will  also  be 


conversion  packages  available  so 
that  pharmacists  do  not  have  to  re- 
key  data  such  as  patient  medication 
records.  "Most  people  won't  have  to 
change  their  hardware  or  operating 
system,"  says  managing  director 
Martin  Shaw.  Hot  line  support  will 
continue.  EPoS  took  a  high  profile 
at  last  weekend's  exhibition. 
•  Retail  Data  Systems,  suppliers  of 
Unichem's  Unipos  point  of  sale 
system,  have  announced  they  have 
signed  a  contract  with  Intelligent 
POS  Ltd,  distributors  of  the  IPC 
POS  terminal,  giving  them  exclusive 
rights  to  the  equipment  for  the  next 
five  years  for  retail  pharmacy. 

Unichem's  deputy  marketing 
director  Tony  Foreman  says  the 
deal  will  help  secure  the  lead  the 
company  is  now  claiming  in 
pharmacy  EPoS  systems.  A  series  of 
evening  meetings  are  planned. 


Genentech  and  Xenova  in 
£1 2.5m  collaboration  deal 


US  biotechnology  company 
Genentech  and  UK-based  Xenova 
have  announced  an  extension  of 
their  research  collaboration  with  a 
new  £12.5  million  agreement 
covering  the  development  of 
cardiovascular  products. 

The  agreement  includes  £6. 25m 
of  support  over  five  years,  and  a  two- 
stage  equity  investment  of  up  to 
£6. 25m  by  Genentech  in  Xenova 
which  will  expand  the  companies' 
current  joint  research  programme 
into  new  areas.  These  include 
hypertension,  congestive  heart 
disease  and  a  molecular  mechanism 
critical  in  atherosclerosis. 

The  collaboration  combines 
Genentech's  experience  in 
recombinent  DNA  technology  and 
protein  chemistry  with  Xenova's 


expertise  in  the  targeted  screening 
of  over  20,000  small  molecules 
derived  from  micro-organisms. 
Collaboration  began  in  1989. 


Lloyd  extend 
Macarthy  bid 

Lloyds  Chemists  have  extended 
their  offer  for  Macarthy  to  October 
11.  An  Office  of  Fair  Trading 
decision  on  whether  to  refer  the  bid 
to  the  Monopolies  and  Mergers 
Commission  is  imminent.  So  far 
Lloyds  have  received  valid 
acceptances  for  17.9  million 
Macarthy  ordinary  shares  (65  per 
cent). 


Coming  events 


Local  courses 

A  number  of  local  courses  for 
pharmacists  in  the  Oxford  Region 
are  scheduled.  These  include 
evening  lectures  at  Northampton 
General  Hospital  on  PACT 
(October  7),  formularies  (Oct  21) 
and  the  Drug  Tariff  (Nov  4). 

In  Reading,  an  evening  lecture 
on  the  elderly  will  be  held  at  the 
Royal  Berks  Hospital  on  October 
16.  A  Sunday  course  on  paediatrics 
will  take  place  on  November  3. 

Paediatrics  is  also  the  theme  for 
a  one  day  course  at  the  Milton 
Keynes  Hotel  and  Conference 
Centre  on  October  27.  Details  of  all 
courses  are  available  from  Claire 
Anderson  on  0865  742277  ext 
27177. 

Monday,  October  7 

Barnet  Branch,  RPSGB.  Postgraduate 
Centre,  Edgware  General  Hospital, 
7.. 30pm  (cheese  and  wine).  "Terminal 
care"  by  Harriet  Copperman  and  Dr  C. 
Baxter,  North  London  Hospice. 

Tuesday,  October  8 

Banff,  Moray  and  Nairn  Branch, 
RPSGB.  Gordon  Arms  Hotel, 
Fochabers,  8pm.  "Extended  role  — 
polypharmacy/caring  for  the  elderly"  by 
B.  Jappy,  Aberdeen. 
Leicestershire  Branch,  RPSGB. 
Postgraduate  Medical  Centre,  Leicester 
Royal  Infirmary,  7.30  for  8pm.  "Drug 
misuse  and  the  Leicestershire  needle 
and  syringe  exchange  scheme:  the  role 
lor  pharmacists?"  by  Felicity 
Newton-Syms. 

Wednesday,  October  9 

Oxfordshire  Branch,  RPSGB.  Lecture 
Theatre  One,  John  Radcliffe  Hospital, 
8pm.  "Cystic  fibrosis"  by  Dr  Don  Lane, 
consultant  chest  physician,  Churchill 
Hospital. 

Sterling  Branch  RPSGB.  The  Royal 
Hotel,  Bridge  of  Allan,  8pm  (buffet). 
"Sports  injuries"  by  Joan  Watt, 
physiotherapy  advisor  to  the  Great 
Britain  athletics  team. 

Thursday,  October  10 

Cardiff  Branch,  RPSGB.  Redwood 
Building  UWCC  7.30pm.  "Sorcerers 
and  apprentices",  welcome  meeting  for 
first  year  BPharm  students. 

Advance  information 

The  European  Social  Charter.  "The 
impact  on  small  firms".  Queen  Elizabeth 
II  Conference  Centre,  London,  October 
28.  For  details  call  071-486  0531 . 
Centre  for  Management  Learning, 
Lancaster  University.  "Women  in 
management  learning",  Lancaster, 
October  29-November  1.  Details  from 
Christine  Dytham  on  0524  65201  ext 
4021. 

Department  of  Health.  Medicines 
Control  Agency,  second  annual  meeting, 
Queen  Elizabeth  II  Conference  Centre, 
London,  October  30.  Details  from  the 
DoH  on  071-720  2188. 
IBC  Technical  Services.  "Success  and 
creativity  in  drug  research",  Hotel 
Intercontinental,  London,  November 
4-5.  Details  from  Georgina  Mason  on 
071-2364080. 

Interphex  91.  Pharmaceutical  and 
cosmetics  production  and  packaging 
exhibition,  Korea  Exhibition  Centre, 
Seoul.  November  5-8.  Details  from 
Edward  Ainslie,  Reed  Exhibitions  on 
081-940  3777. 
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VORLD  OF  OPPORTUNITY 


A  background 
in  medical  sales 
or  science? 

Join  our  sales  team 

A  highly  successful  subsidiary  of  Rhone-Poulenc  Rorer,  one  of  the  world's  leading  pharmaceutical 
companies,  we  market  a  wide  range  of  medical  products  to  retail  and  wholesale  pharmacies 
throughout  the  UK. 

The  credit  for  our  progressive  and  dynamic  sales  growth  during  the  1980s  is  largely  attributable 
to  the  quality  professionalism  and  commitment  of  the  sales  teams  which  are  highly  respected  within 
the  marketplace. 

A  commitment  to  accelerating  the  current  rate  of  sales  growth,  creates  this  opportunity  for  an 
ambitious  person  to  join  us  in  Norfolk/Suffolk  and  assume  profit  responsibility  for  their  territory. 

Probably  aged  between  21  and  38,  you  could  either  be  an  experienced  sales  professional 
with  a  proven  track  record  in  chemist  sales,  ethical  pharmaceuticals  or  FMCG  or  you  should  have  a 
science  or  paramedical  background  and  be  keen  to  move  across  into  a  sales  role  covering  retail 
pharmacies  and  dispensing  general  practitioners. 

Whatever  your  background,  you  can  be  sure  of  excellent  rewards  including  a  first-class  basic 
salary  and  bonus  scheme,  extensive  training,  car  and  major  company  benefits. 

If  you  fit  this  profile,  telephone  Tom  Delahoyde  on  0274  606974  or  write  with  full  cv,  in  complete 
confidence,  to  APS/Berk,  Water  Street,  Off  Towngate,  Wyke,  Bradford,  West  Yorkshire  BD12  9AF. 

Interviews  will  be  held  locally. 

 (iPf  RHONE-POULENC  RORER 


LABELLI  NG  SYSTEMS 


PRODUCTS  &  SERVICES 


This  year  we're  bringing  more  systems,  and  more  staff,  than  ever 
before  to  CHEMEX'<?I,  to  look  after  our  many  visitors  and  friends. 
We'll  be  there  to  welcome  you,  and  show  you  all  our  latest  develop- 
ments for  Pharmacy!  AND  you  could  win  a  HALF-PRICE  JRC-POS 
system  in  our  'Bar-Code'  competition  -  saving  you  at  least  £2000! 
★  YOU  CANT  AFFORD  TO  MISS  US  ON  STAND  BIO!  ★ 
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^     John  Richardson  Computers  Ltd.  Freepost,  Preston  PR5  6BR   Tel:  (0772)  323763   ""  J 
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IF  YOU  HAVEN'T 
GOTTHE  NEW 
ALCHEMIST  2000 

DISPENSARY 
MANAGEMENT 
SYSTEM 
YOU 
HAVEN'T  GOT!! 


CALL  FOR 
DETAILS 


EM 


I  L  L* 


PRESCRIPTION  COLLECTION 
facilities  for  patient  records 
enabling  you  to  collect  repeat 
prescriptions  when  they're 
due. 

FULL  REPEAT  prescription 
facilities.  Allocate  repeats  for 
a  number  of  times  or  in 
months. 

CUSTOMER  ACCOUNTS 
QUICK  INTELLIGENT 
DOSAGE  SYSTEM 
MULTI-USER  Only  for  the 
extremely  busy  dispensaries. 

CHEMTEC  SYSTEMS  LTD. 

Tel  (0772)  622839  or  FAX  622879 


KICK  THE  COMPETITION  INTO  TOUCH  &  GIVE  YOUR  BUSINESS  A  BOOST. 
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TRADEMARKS 


The  Trade  Marks  set  out  below  were  assigned  on  1 5th  April,  1985  by  Regent  Laboratories 
Limited  to  Leo  Pharmaceutical  Products  Ltd.  A/S  (Lovens  Kemiske  Fabrik 
Produktionsaktieselskab)  (Denmark),  Industriparken  55,  DK-2750  Ballerup,  Denmark  without 
the  goodwill  of  the  business  in  the  goods  for  which  the  trade  marks  are  registered. 

Trade  Mark  No. 

1208436 

Mark 

MAXA-GESIC 

Goods  specification 

Analgesic  pharmaceutical  preparations  for 
humans. 

767503 

ULCANON 

Pharmaceutical  preparations  for  human  use  for 
the  treatment  of  infections  of  the  teeth  and 
gums  and  mouth  ulcers. 

790329 

PANALEVE 

All  goods  included  in  Class  5. 

1 122864 

OPAZIMES 

Medicated  preparations  in  the  form  of  powders 
or  tablets  for  the  treatment  or  prophylaxis  of 
diseases  or  disorders  of  the  instestines  and 
stomach. 

437129 

GLINTEEL 

Perfumery  (including  toilet  articles, 
preparations  for  the  teeth  and  hair,  and 
perfumed  soap). 

604771 

OPAS 

Medicated  powders  and  tablets  for  the 
stomach. 

727219 

VESAGEX 

Pharmaceutical  preparations  for  human  use 
and  for  veterinary  use. 

LABELLING  SYSTEMS 


STOCK  FOR  SALE 


I 


"The  ultimate  in  PMR  and 
labelling  systems 

For  leaflets  or  a  demonstration,  phone 
or  write: 

BUSINESS  S  YS  TEMS  L  TD 
Stanley  House,  2  Stanley  Place 
Preston  PR1  8NA.  Tel  0772  561 51 5 


1 

(a 


SHOPPINGS 


EXDkUM 

—  STOREFITTERS- 


0626  ■  834077 

COMPREHENSIVE  DESIGN,  MANUFACTURE  AND 
INSTALLATION  SERVICE  FOR  THE  RETAIL  PHARMACY 

KING  CHARLES  BUSINESS  PARK,  OLD  NEWTON  ROAD, 
HEATHFIELD,  DEVON,  TQ126UT 


URIMPHARM  LTD 

OUR  EC  IMPORTED  PHARMACEUTICALS 

*  CAREFULLY  SELECTED  RANGE  OF  PRODUCTS 

*  PRODUCT  LIABILITY  INSURANCE 

*  OUR  OWN 'EC  QUALIFIED  PERSON  TO 
SUPERVISE  QUALITY  CONTROL 

*  DISTRIBUTION  THROUGHOUT  UK  incl.  N.  IRELAND 

*  ONE  OF  THE  LARGEST  PURCHASERS  OF  Pi's  IN 
EUROPE 

*  HELPFUL  ADVICE  GIVEN  TO  UPDATE  THE 
PHARMACIST 

*  COMPETITIVE  PRICES  AND  REGULAR  MONTHLY 
OFFERS 

*  MEMBER  OF  THE  ASSOCIATION  OF 
PHARMACEUTICAL  IMPORTERS 

FOR  ANY  ADVICE,  QUERIES,  FORWARD  PLANNING.  QUOTES  OR  A  PRICE  LIST 
CONTACT:  MERVYN  GREEN  MPS  vT  ra; 


URIMPHARM  LTD 


UNIT  A6,  83  COPERS  COPE  ROAD, 
BECKEIMHAM,  KENT,  BR3  1  NR. 
TELEPHONE:  081-658  2255 
TELEX:  263832;  FAX:  081-658  8680 
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Business  link 


A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


PHARMACIST  MANAGERS 

N.W.  HANTS  -  £25,000  package 
available  for  pharmacist  manager 
for  modern  mainly  dispensing  phar- 
macy. Saturday  half-day.  Accom- 
modation over,  if  required.  Tel: 
Patrick  Langdown,  0264  324000. 

LONDON  Wl  -  Superintendent 
pharmacist  required  for  easily  run 
community  pharmacy.  No  paper- 
work. Salary  by  negotiation.  Newly 
registered  welcomed.  Telephone  Mr 
Jawad  on  071-723  4885. 

MIDDLESBOROUGH  -  Full  time 
manager  required  for  a  busy  dis- 
pensing pharmacy.  Excellent  sup- 
porting staff.  First  class  wages  and 
prospects  for  suitable  applicant. 
Telephone  0642  240548. 

IPSWICH,  SUFFOLK  -  Pharmacy 
manager/ manageress  required  for 
a  busy  pharmacy.  Excellent  salary 
and  pharmacy  back-up.  Normal 
working  hours.  Full  time/part  time 
considered.  Newly  registered  wel- 
come. Telephone  Mr  Thackerer. 
0473  258615. 

EAST  AND  SE  LONDON  /  KENT  - 
Enthusiastic  manager  required  for 
community  pharmacies  in  above 
areas.  Newly  registered  considered. 
Salary  package  negotiable.  Applv  to 
Mr  C.J.  Patel,  081-657  6172  daytime 
or  081-657  4682  evenings. 

GILLINGHAM,  KENT  -  A  full  time 
pharmacist  is  required  for  a  busy 
pharmacy.  Minimum  paperwork. 
Salary  by  negotiation.  Tel:  081-892 
1376  (day),  081-573  4041  (eves). 

BETHNAL  GREEN,  LONDON  E3  - 
Pharmacist  manager  or  long-term 
locum  required  in  a  never-a-dull- 
moment  pharmacy!  Excellent  re- 
muneration. Tel:  0376  520052  or 
0763  248440  anytime. 


 LOCUMS  

SOUTH  EAST  LONDON  -  Locum 
required  for  one  day  (or  part  of  a 
day)  per  week  on  a  regular  basis.  Tel: 
071-639  2614. 

DAWLISH,  DEVON  -  Locum  phar- 
macist required  one  day  per  week  or 


more  on  a  regular  basis.  Full  staff. 
Self-employed  status.  Telephone 
Dawlish  (0626)  863216. 


PHARMACIST  ASSISTANTS 

LONDON  El  -  Full  time  pharmacist 
required  to  assist  proprietor  in  a 
busy,  modern  and  friendly  comm- 
unity pharmacy.  Excellent  working 
conditions  with  pleasant  staff. 
Early  closing  Saturday.  No  paper- 
work. Easy  parking.  Contact  Mr 
Bernstein,  071-790  3754. 


1  PHARMACISTS  (PART  TIME) 

KNUTSFORD  /  ALT  R  INC  HAM  / 
STRETFORD  -  Approximately 
three  days  per  week  plus  possible 
odd/holiday  days.  Vacancy  mid/ 
late  October.  Pleasant  pharmacy 
with  good  supporting  staff.  Phar- 
macist to  concentrate  on  the 
business  with  minimum  paperwork 
involvement.  Stretford  (Junction  7, 
M63)  alternate  Saturday  mornings 
only.  Vacancy  mid-October.  Tele- 
phone 061-928  4260. 

HERNE  BAY,  KENT  -  Pharmacist 
required  for  an  easily  run  pharmacy, 
every  second  Saturday  and/or 
Sundays,  lOam-lpm.  Telephone 
0376  520052  or  0763  248440 
anytime. 


SITUATIONS  WANTED 

HALIFAX/BRADFORD  -  Reliable 
experienced  pharmacist  requires 
regular  days/half  days  as  a  locum. 
Please  tel:  0274  676004  (day)  or 
0422  206112  (eves). 


DISPENSING  ASSISTANTS  | 

BECKENHAM,  KENT  -  Qualified 
technician  required  part  time  (2Vi 
days  weekly),  for  work  in  57-bed 
private  hospital.  Dispensing  topp- 
ing up.  Salary  negotiable.  Contact 
Alyson  Barnett,  081-466  6911  ext 
302. 


|     BUSINESSES  FOR  SALE 

N.  WARWICKSHIRE  -  Pharmacy  for 
sale  with  living  accommodation. 
Annual  turnover  £120,000.  Pro- 
jected turnover  £140,000  plus 
excluding  ESPS  payments.  High 
profit  margin.  Short  opening  hours. 
Very  good  prospect  for  a  first-time 
buyer  or  a  laid-back  self-employed 
person.  Telephone  Mr  Gill  on  0203 
336992. 

LONDON  EC1  -  Busy  lock-up 
branch  pharmacy.  Low  net  rent. 
Excellent  lease.  Turnover  approx- 
imately £200,000  ex  VAT.  Price 
£100,000  plus  stock  at  valuation. 
Please  telephone  John  Miller,  081- 
980  4421. 


BUSINESSES  WANTED 

YORKSHIRE  AREA  -  Turnover  up 
to  £300,000.  Finance  available. 
Telephone  (0831)  566919  or  (0274) 
664019. 


FOR  SALE 

WOULD  ANY  CHEMIST  interested 
in  a  part  lot  of  5ml  medicine  spoon 
engraved  "KAYE"  please  contact 
David  Kaye,  0752-500009/667553. 

75  ZOFRAN  4MG  -  Expiry  February 
1992  -50%  +  VAT.  Tel:  Cardiff 
642515. 

RICHARDSON  BBC  COMPUTER  - 

Disc  driven,  full  labelling  system. 
Excellent  condition  -  £250.00. 
Please  telephone  (0773)  713283. 

CITROEN  AX10E  -  F  registration 
only  6,000  miles.  Used  as  an  occas- 
ional second  car.  Excellent  con- 
dition £3,300  ono.  Telephone  081- 
692  5807  (day),  081-852  8664 
(evenings  and  weekends). 

BMW  318i  87  D  -  39,000  miles, 
Alpine  white,  4  door,  immaculate 
condition.  Full  service  history.  MoT 
and  taxed.  £6,750.  Tel:  Hull  (0482) 
865048  evenings. 

PMR  SYSTEM  -  As  new,  including 
computer,  printer  etc.  Tel:  081-688 
2777. 


FOR  YOUR  LAST  MINUTE  ADS, 
PHONE  UP  TO  9AM  WEDNESDAY 

(Publication  will  depend  upon  space  availability) 


PLEASE  MENTION  "C&D  BUSINESS  LINK" 
WHEN  RESPONDING  TO  ADVERTISEMENTS 
ON  THIS  PAGE. 


To  be  included  under  section  heading  

Signed    Date. 


Free  entries  in  "Business  Link"  (maximum  30  words)  are 
restricted  to  community  pharmacy  subscribers  of  Chemist  & 
Druggist.  No  series,  box  numbers  or  trade  advertisements  will  be 
permitted.  Acceptance  is  at  the  discretion  of  the  publishers  and 
depends  upon  space  being  available.  Send  your  proposed  wording 
to  "Business  Link",  Chemist  &  Druggist,  Benn  House,  Sovereign 
Way,  Tonbridge,  Kent  TN9  1RW.  Include  your  name,  the  full  name 
and  address  of  your  pharmacy,  or  your  personal  registration 
number,  and  a  day-time  telephone  number.  Alternatively,  leave  the 
details  on  our  special  answering  service. 

PHONE  24  HOURS  ON  0732  359725 
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About  people 


Health  on  the 
agenda  in 
Hitch  in 

Community  pharmacy  was  again  on 
display  with  Hertfordshire  Local 
Pharmaceutical  Committee's  stand 
at  the  annual  Hitchin  Health  fair 
held  on  September  28. 

Despite  the  weather,  just  under 
1,500  people  attended  the  fair, 
which  featured  nearly  40  different 
stands.  One  service  which  attracted 
queues  for  most  of  the  day  was  the 
blood  pressure  monitoring  being 
offered  by  local  pharmacists.  Even 
though  full  advice  could  not  be 
given,  some  members  of  the  public 
were  advised  to  contact  their 
doctors  as  a  result. 

Videos  produced  by  the  Royal 
Pharmaceutical  Society  and  PSNC 
were  shown  throughout  the  day  and 
NPA  health  leaflets  were 
distributed.  LPC  secretary  Mr  R. 
Buck  said  that  the  event  was  a 
worthwhile  exercise  for  pharmacy. 
It  was  particularly  gratifying  that  a 
number  of  members  of  the  public 
sought,  and  were  able  to  obtain 
confidential  and  meaningful  advice 
from  pharmacists,  he  said. 


Bob  Wilson  of  BBC's  "Grandstand",  who  opened  the  Hitchin  Health 
Fair,  has  his  blood  pressure  tested  by  pharmacist  Gordon  Bird 


Restructure  at  Hamiltons 


John  Hamilton  (Pharmaceuticals) 
have  announced  two  new  board 
appointments  and  changes  to  the 
roles  of  two  board  members  as  the 
Clydebank  wholesaler  gears  up  for 
new  developments. 

Stewart  MacPherson,  formerly 
operations  director,  becomes 
deputy  managing  director  with 
increasing  responsibility  for  the  day- 
to-day  running  of  JHP,  freeing 
managing  director  Douglas  Low  to 

Intercare's  marketing  manager 
Andy  Brough  sported  a  Nicobrevin 
T-shirt  when  he  took  part  in  a 
25-mile  balloon  bike  ride  through 
Warwickshire  in  aid  of  the  British 
Lung  Foundation.  Although  not 
first  past  the  finishing  post  Andy 
did  raise  over  £1 ,000  in  total 
sponsorship.  As  last  year,  when  the 
Nicobrevin  team  took  first  prize  for 
the  most  sponsorship  raised, 
Intercare  matched  every  pledge 
pound  for  pound.  The  money  will 
go  to  help  the  charity  continue  its 
research  programme  into  lung 
diseases 


develop  his  role  as  chairman  of 
Numark  and  with  the  British 
Association  of  Pharmaceutical 
Wholesalers. 

David  Stuart  is  now  designated 
distribution  and  development 
director,  with  emphasis  on  pursuing 
business  opportunities,  which 
include  Clydebank  Hospital,  set  to 
be  Europe's  largest  private  hospital. 

Alan  Ker,  purchasing  manager, 
is  promoted  to  purchasing  director, 
while  sales  manager  Duncan  Harvey 
moves  up  to  sales  director. 


Appointment 


Peter  Jensen  managing  director 
Smithkline  Beecham  Personal  Care 
and  Healthcare,  has  been  co-opted 
to  the  Proprietary  Association  of 
Great  Britain  Executive  Committee 
as  member  and  vice-president  in 
place  of  Simon  Pulsford.  Mr  Jensen 
has  previously  served  on  the 
committee  for  some  years.  Mr 
Pulsford  has  moved  to  Japan. 


A  thought  for 
pharmacists 

The  Reverend  Dr  John  Newton,  the 
Free  Church  Moderator  for 
Merseyside,  obviously  learnt  a  thing 
of  two  about  pharmacists  before 
delivering  the  sermon  at  the  church 
service  which  traditionally  takes 
place  on  the  opening  day  of  the 
British  Pharmaceutical  Conference. 

He  put  the  knowledge  to  good 
use  on  Tuesday  when  delivering 
"The  Thought  for  the  Day"  on  BBC 
Radio  4,  and  gave  the  profession,  in 
its  150th  year,  one  of  the  best  pieces 
of  national  publicity  it  has  so  far 
enjoyed. 

"In  my  experience  pharmacists 
do  much  more  than  dispense 
medicines,"  he  said.  "They  give 
personal  advice  and  they  try  and 
match  it  to  each  person's  need. 
They  wouldn't  dream  of  treating 
their  clients,  customers,  patients,  as 
an  irrelevance." 

This  pat  on  the  back  came  after 
the  revelation  that  the  president  of 
the  Law  Society  had  lambasted 
barristers  for  being  guilty  of 
condescension,  laziness,  delay  and 
inflexibility,  and  at  their  worst 
treating  clients  as  an  irrelevance. 

But  no  profession  is  perfect, 
cautions  Rev  Newton.  "We've  all 
got  our  lame  ducks  and  rogue 
elephants  —  you  must  not  judge  any 
profession  by  its  worst  members." 


Business 
awards 

Congratulations  to  Norman  Stoller, 
MBE,  chairman  of  Seton 
Healthcare  Group,  who  has  been 
named  North  West  Businessman  of 
the  Year,  and  to  Swallowfield's 
Tony  Wardell,  proud  recipient  of 
the  Cartier/Business  Venture 
Capital  Association  Award. 

It  was  Norman  Stoller's  father 
who  invented  the  tubular  bandage 
associated  with  the  Seton  name, 
and  Norman  himself  went  on  to 
achieve  commercial  success:  the 
company's  turnover  this  year  is 
some  £30  million. 

Tony  Wardell's  award, 
presented  to  him  by  HRH  the 
Duchess  of  York  at  the  Savoy  Hotel 
in  London,  was  for  the  most 
successful  small  management 
buyout.  Back  in  1986,  as  managing 
director  of  Aerosols  International, 
he  was  responsible  for  leading  a 
management  buyout  from  Cadbury- 
Schweppes.  The  firm  joined  USM  in 
1988. 
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Only  these  companies  can  offer 
/ou  the  API  symbol  of  assurance 


DISCPHARM 

0784  464306 


DOWELHURST 

0926  498855 


2i 


0*  p«4 


DONCASTER 
PHARMACEUTICALS 

0302  886031 


EURIMPHARM 

081-658  2255 


©  I 

*/> 

EUROPHARM  </> 

0903  213303  ^ 


PHARMACEUTICALS 
INTERNATIONAL  (UK) 

0202  826644 


W  w     NECESSITY  SUPPLIES 

0895  812421 


SPECTRUM  MARKETING 

081-443  1919 


We've  gone  beyond  the  stage  where  pharmacists 
deny  themselves  the  advantages  of  purchasing 
imported  product.  For  most  pharmacists  the  issue 
nowadays  is  not  "whether?"  but  rather  "from 
whom?" 

The  API  agrees  that  this  is  a  critical  question. 
The  pharmacist  needs  to  be  absolutely  sure  that 
product  meets  all  the  stringent  requirements,  rightly 
demanded  by  the  D.O.H.  and  the  M.C.A.;  as  well 
as  receiving  fair  commercial  volue.  This  is  where 
the  API  comes  into  its  own. 

The  API  is  the  only  trade  association  for  importers 
of  licensed  pharmaceutical  drugs  into  the  UK. 


BUY  WITH  CONFIDENCE 


Our  members  fully  support  the  systems  in  place 
that  ensure  the  legitimacy  of  imported  product. 
To  this  end  API  members  subscribe  to  a  rigorous 
Code  of  Ethics.  All  API  members  hove  their  own 
Manufacturers  (Assembly  Only)  Licence  and  observe 
comprehensive  quality  control  practices. 

All  the  above  companies  are  members  of  the 
API  and  can  be  contacted  at  the  phone  numbers 
above,  for  more  information  on  the  API,  write  to 
the  address  below  or  phone  us  on  07  1-240  51  31. 

You'll  find  that  with  an  API  company, 
pharmaceutical  imports  are  not  just  good  for  your 
wealth  but  for  your  health  as  well. 


The  Association  of  Pharmaceutical  Importers,  42  Drury  Lane,  London  WC2B  SRN.  Telephone  0  7  1  -240  5  1  3  1.  Facsimile  071-3  79  4387. 


BAG 

MAN  I  MAI- 
SALES 
WITH 

CELSIUS! 


FOR  YOUR  CUSTOMERS       FOR  YOU,  THE  PHARMACIST 


FREE  FOLDAWAY 
CELSIUS  TRAVEL  BAG 

In-store  offer,  with 
purchase  of  100ml  After 
Shave  plus  any  other 
Celsius  product 


FULL  MERCHANDISE 
&  P.O.S.  PACKAGE 

FREE  travel  bags, 
shelf  unit,  showcard 
and  shelf  strip 

Available  NOW 
until  November 


(subject  to  availability 
and  required 
minimum  order) 


CELSIUS  backed  by  £2m  TV  and  Promotional 
Campaign  -  "Tested  on  Mammals!' 


For  sales  and  further  information,  contact 
The  Jenks  Group  on  0494  533456 


